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INCORPORATED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $100,000.00, 
with sialon © payable annually, semi-annual- 
or quarterly, and 
INDUSTRIAL’ Policies up to $1,000.00, with 
premiums payable weekly. 


CONDITION ON DECEMBER 31, 1925 


$46,562,667 .40 

39,940,092 .25 

Capital and Surplus 6,622,575 .15 
Insurance in Force 292,834,191 00 
i 3,392,156 .76 




















Total Payments to Policyholders since Organiza- 
i $39,176,371 .91 


BRADFORD H. WALKER, President 
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OUR earning ability may be 100 horse power, yet, you 
may be developing only 20. It may be caused by terri- 
torial restriction. A general agent may be taking a large por- 
tion of your earnings. It may rest with the service you provide. 


Perfect Protection is the service designed for the successful 
underwriter. It goes where he goes and commands enthusi- 
astic approval everywhere, for it appeals to the prospect 
who could not be interested in life insurance alone. It is an 
adequate service which does not limit either selling ability 
or earning power—for, beside Perfect Protection, the Reliance 
Agency Contract gives the right of unencumbered commis- 
sions and the freedom of Reliance territory. 


5 Need one question the Perfect Protection Man’s enthusiasm 
In 192 and prosperity ? 


One Perfect Protection Man paid for $2,821,562. 


r oth id ° ° 
Se evcr $600,000. 27 others paid for over Perfect Protection Men are not geared to “‘snail pace’ pro- 


9 ) d . . . . . . ~ . 
age act iganemne ey allo = "Rin gress. Neither is this institution content that its underwriters 


in the entire organization of over 650 under- 


ne eee See be other than successful in their profession, representative of 
Reliance Life and responsive to the opportunities it affords. 


























If you are further interested in the Perfect Protestion Man’s prosperity, write for our booklet, “Perfect Protection—How and Why.” 


[RELIANCE LIFE 


RELIANCE LIFE INSURANCE CO. of PITTSBURGH *» FARMERS rene BLDG., PITTSBURGH, PAs 


Yo Y. Entered as second-class matter June 28, 1879, 
under the act of March 8, 1879. THe Spectator, Volume CXVII, A xXXVL December 23, 1926; $4.00 per annum, 


Tue Spectator is published every Thursday by The Spectator Company, at 135 William Street, New Y 
at the Postoffice, New York, N. Y., 
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URGES MORE MAN-POWER 


Francis R. Stoddard Finds Insurance 
Departments Handicapped 


SPEAKS AT CONNECTICUT INSURANCE 
DAY 


Former New York Superintendent Thinks 
Work Calls for High-Class Men and 
Plenty of Them 


Francis R. Stoddard, former Superintendent 
of Insurance of New York, in an address at 
the banquet given at the Hotel Bond, Hartford. 
last Wednesday evening, staged in connection 
with Connecticut Insurance Day, had consider- 
able to say about the undermanning of insur- 
ance departments. In part he said: 

I believe that the future success of the insur- 
ance business depends upon the efficiency of the 
insurance departments and upon the amicable 
relations between departments and the insur- 
ance companies. In order that the insurance 
departments may be efficient it is necessary for 
them to receive support. Recently I received 
from the Chamber of Commerce of the United 
States a bulletin which sets forth as near as 
it could learn the amounts collected by each 
State for licenses, taxes and fees from the in- 
surance interests. There is also set forth the 
amount expended by each State for its insur- 
ance department and the contrast between the 
two figures is illuminating. I know something 
about the work of an insurance department and 
the figures convey their own story. In most 
cases too much is being taken by the State in 
taxes and not enough is being spent for the 
insurance department. 

About a year ago I was asked by a New Jer- 
sey Legislative Committee to act for it in an 
investigation of the New Jersey Insurance De- 
partment and of the New Jersey Insurance 
Laws. I found the New Jersey Department 
managed by faithful and skilled heads, but the 
department was hopelessly handicapped because 
of the lack of funds. The department was liter- 
ally being “starved to death.’ The members 
of the legislative committee were broadminded, 
eficient men who wished to accomplish a b‘g 
constructive work and who appreciated that if 
New Jersey was going to have a real insurance 
department it must be prepared to pay the ex- 
pense. As a result the department was reor- 
ganized and an appropriation was made by the 
legislature so that it was made possible to 
employ a sufficient number of employees to do 
the work. Proper quarters were obtained and 
the employees were paid adequate salaries. The 
Citizens of the State of New Jersey will never 
regret what they are expending on their insur- 
ance department. It is an investment that will 
bring them a rich return. 

I was recently interested in reading a state- 
ment made by the present energetic Insurance 
Commissioner from Pennsylvania. The law of 
Pennsylvania, like that of other States, requires 
that insurance companies shall be examined at 
stated intervals. Because of lack of examiners 
many Pennsylvania companies have not been 

(Concluded on page 9) 


RATES RAISED 


Auto Trucks and Busses More Haz- 
ardous Than Private Cars 


LIABILITY UP 7.6 PER CENT 


Property Damage Increase Is 8.4 Per Cent 
—Survey on Garages and Dealers 


That automobile trucks and delivery wagons 
are responsible for a proportionately greater 
number of deaths and injuries than the private 
passenger automobile was evidenced this week 
when the National Bureau of Casualty and 
Surety Underwriters announced new rates for 
public liability and property damage automo- 
bile insurance. These new rates will be effec- 
tive early in 1927. 

The company members of the National 
Bureau last year insured 450,000 motor trucks 
and delivery wagons, on which the public lia- 
bility premiums totalled $21,000,000. 

To arrive at the new rates, the Bureau made 
a scientific study of the automobile accident 
experience of the policyholders of its member 
companies during the years 1922 to 1925 inclu- 
sive. After this survey, which took many 
months to complete, it was found necessary to 
increase the rates on trucks and delivery wagons 
7.6 per cent for personal injury coverage and 
8.4 per cent for property damage coverage. 
These are average increases for the entire 
country. 

It was determined that there was no good rea- 
son at present for any fundamental changes in 
the rates for private passenger automobiles. 

Since the last change in automobile rates 
was made, the motor bus has come to be a seri- 
ous problem. In many sections, decrepit trol- 
ley cars have given way to the motor bus and 
luxurious motor vehicles now travel State high- 
ways, in some cases on routes covering hun- 
dreds of miles. Included in the class with 
busses are taxicabs, livery cars and all other 
public passenger carrying motor vehicles. For 
all motor cars in this class, it has been found 
necessary to increase the premium for property 
damage coverage about 20 per cent over the 
entire country. As in the case of trucks and 
delivery wagons, variations are made in the 
new rates according to the experience of the 
particular localities. James A. Beha, Superin- 
tendent of Insurance for New York, has real- 
ized the place motor busses have come to oc- 
cupy as accident factors and has recommended 
that liability insurance limits on passenger- 
carrying vehicles be increased. 

The same committee entrusted with the sur- 
vey and promulgation of these new rates is at 
present studying the experience on garages and 

(Concluded on page 21) 
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CUBAN INSURANCE 
ARBITER 
Porfirio Franka Expected to Be 
Chosen Head of Rate Board 


CONDITIONS NOW CHAOTIC 


Sugar Companies Have Been Practically 
Naming Their Own Premium Rates, 
Which Are Now 40 Per Cent Be- 
low Those of a Few Years 
Ago 
By Leonarp Woop, Jr. 

A new name looms on the insurance horizon, 
that of Porfirio Franka. In Cuba it is very 
well known and is also recognized by many 
here in financial circles. His name is not sig- 
nificant of insurance in Cuba at present, and 
only now is it being mentioned—and with keen 
interest—in the inner circles of some of the 
large company and agency offices along “In- 
surance Street” in New York. In London 
Franka is before the executive committee of 
the Fire Offices Committee (foreign) just as 
he is being considered by the executive com- 
mittee of the United States Fire Companies 
Conference, as the most likely man to be at the 

head of the rate regulating board in Cuba. 

The Havana Tariff Association does its best 
to regulate rates, but falls far short of doing 
so. Rate slashing and commission problems are 
still as acute as they were five years ago, and 
the only remedy seems to lie in the appoint- 
ment of a general supervisor, a man agreeable 
to the home offices of all the foreign accepted 
companies on the island and to the Cuban com- 
panies. The F. O. C. of London suggested a 
well-known Spaniard, who had lived for many 
years in England; but for a Spaniard to swing 
a big stick in Cuba would cause as much ex- 
citement as the waving of a red flag before a 
bull. Accordingly, the Americans and Cubans 
went thumbs down on this gentleman, and after 
casting about for a Cuban not involved in poli- 
tics, of independent means and without any in- 
surance affiliations that might arouse suspicions 
of favoritism and such, Porfirio Franka was 
chosen from many, among whom was the dis- 
tinguished Cuban, Colonel Eugenio Silva, as a 
likely candidate. 

That a man not a factor in the insurance 
business in Cuba should be put forward to 
fill this difficult position may indeed seem 
strange to those who do not know their Cuba. 
And for their benefit let it be said, with a sug- 
gestion that they read between the lines, that 
this future Will Hays of the insurance world 
in Cuba must be a man without any com- 
promismos, or insurance obligations; he must 
be an exceptionally brainy man and fair—a man 

(Concluded on page 15) 
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NFORMATION from St. Louis to the ef- 
fect that Andrew Gump is the leading per- 
sonal producer of the International Life of that 
city, leads to considerable speculation as to 
why the world has not hitherto been informed 
of Andy’s latest activities. We think Sidney 
Smith is derelict in his duties. 


x * 8 


+ tee following letter from Alvin T. Haley, 
sales promotion manager of the Jefferson 
Standard Life Insurance Company, Greensboro, 
N. C.,, is interesting enough to win a place in 
this column: 

“The birthday of our president, Julian Price, 
comes on the 25th of November. Since Thanks- 
giving was on that date this year, we did not 
give a big birthday dinner on that day in ac- 
cordance with an established custom, but staged 
quite a briliant affair at the Jefferson Country 
Club on Thursday night, December 2. 

“Of course you have often heard the old joke 
about ‘what the Governor of North Carolina 
said to the Governor of South Carolina,’ said 
alleged utterance having been ‘It’s a long time 
between drinks.’ Well, we had an opportunity 
to check up on what the Governors of North 
Carolina and South Carolina talk about wher 
they get together, inasmuch as they were both 
present at the birthday dinner given by the 
company in honor of Mr. Price. 

“There were many other notables at the din- 
ner. It was not a stiff, formal affair, but a 
good-natured, get-together with a wonderful 
display of friendliness and good fellowship. 

“What the Governor of North Carolina really 
said to the Governor of South Carolina was a 
wonderful tribute to our beloved president and 
to the Jefferson Standard Life Insurance Com- 
pany. During their talks, both governors 
praised the wonderful benefits that result from 
the institution of modern life insurance and 
told the many life insurance men present that 
they considered the field of life insurance as one 
of the greatest opportunities for service and 
personal accomplishment in the business world. 

“IT am enclosing a clipping from the Greens- 
boro Daily News which will give you some idea 
of this affair. I thought it could be quite inter- 
esting not only because our president was 50 
on November 25, but because of the unusual dis- 
tinction of having the executives of these two 
States present.” 


* * * 


CCORDING to records of the Department 

of Commerce, there were 17,571 accidental 
deaths due to automobiles and other motor ve- 
hicles (including motorcycles) in the registra- 
tion area in 1925. This represents a death rate 
of 17 per 100,000 population, compared with 
15.7 in 1924, 14.9 in 1923, 13.5 in 1922 and 11.5 
in 10921. 
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OBSERVATION POST 











3 pew day of miracles has not passed, Just 
recently, M. O. Garner, general counsel 
or the National Surety and New York Indem- 
nity companies, walked from his office on 
Albany street to goth street, New York city, 
without once being delayed by traffic or traffic 
signal changes. That’s a record that probably 
no other individual can boast. Incidentally, 
speaking of records, Mr. Garner still holds 
the record for having ridden a bicycle from the 
city hall at Baltimore to the Capitol steps in 
Washington, a distance of about 45 miles, in 
two hours and fifty-four minutes. One of ttie 
most active and energetic men in the insuram.e 
business, Mr. Garner has only missed one day 
of work on account of illness since 1912. He 
daily walks from his home to the office and as 
a result of this, and his active life generally, 
enjoys rugged health. 


* * * 


RITING on “The Bootlegger in Fire and 

Casualty Insurance’ in the December 
number of Inspection News, the official organ 
of the Retail Credit Company, W. L. Fulghum, 
of the fire underwriting division of that organ- 
ization, says: “There has been a change in the 
status of the bootlegger since prohibition, and 
with this change he has come to be regarded 
as not wholly undesirable as an insurance risk 
for all lines of insurance. In the eyes of their 
own class, some bootleggers have elevated 
themselves to the ‘good citizen’ class where they 
have taken on a new decency. They stand on 
their own feet, so to speak, send their children 
off to college and are ‘big men’ to friends in 
their communities.” 


* * & 


T seems that America is slowly awakening to 

the possibilities of commercial aviation. 
Perhaps that’s a rash statement in the light 
of the facts, but I am impelled to it because 
the National Air Transport Corporation has 
just announced that it has concluded a con- 
tract with the American Railway Express Com- 
pany under the terms of which two air routes 
for the transportation of express matter will 
he established. The National Air Transport 
Corporation is to begin operating the two lines 
by April 15 of the new year. 


* * &* 


ERSONALLY, I am not a fanatical de- 

votee of the anti-Babbittical H. L. 
Mencken, but incline to the belief that his 
barbed shafts occasionally serve to prick some 
individuals out of their lethargy. Further- 
more, he now and then fathers a thought that 
rings sweetly in the ears of thinking insurance 
men; as witness this from his current editorial 
in that literary gadfly, American Mercury: 
“The bureaucracy grinds slowly, but is grinds 
exceedingly fine. Recruited from the mentally 
deficient, it run to circular insanities.” 
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“SMOKE” 








EAR ye! Hear ye! All about the lates 
fire risk! And a good one, too! It’s the 
widow! ! 


While perusing one of the four newspapers 
I have been reading faithfully every day—ip 
order to keep posted on the Hall-Mills case—] 
became ennuied enough (or maybe it was | 
needed a sedative) to read the editorials. Saiq 
paper happened to be nothing more or less than 
Mrs. and Mr. Ogden Reid’s good old rag, the 
Tribune and—well, to jump from a split in. 
finitive to the next paragraph: 

“Now comes a fire insurance underwriter 
with a new tribute. Speaking of the important 
‘moral risk’ which must be appraised before a 
fire policy is granted, he points out that a busi- 
ness establishment conducted by a widow, even 
though it be in a building not strictly conform- 
ing to all requirements, is nearly always a good 
risk. Thus, a ramshackle wooden store filled 
with fireworks and gasoline, but conducted by a 
widow, is a better moral risk than a concrete 
hardware shop run by a shifty-eyed man who 
may be a firebug * * * Of course, there 
are college widows and grass widows, and gen- 
eralizations are dangerous. But the insurance 
husiness, with its scientific judgment, merely 
confirms what has long been the common judg- 
ment of mankind.” 

* * * 
oo of widows, you probably recall 
\ a beautiful but dumb blonde, Pauline Baker, 
who figured for weeks in these pages when the 
series, “Around the World With Archibald 
Agent,” was running? You remember she 
finally roped him—matrimonially? Well, she’s 
a grass widow now, for she and that snappy 
go-getter from William street, Archibald, have 
told it to the judge. Arch is in need of a job 
and we are going to hire him to see America 
and tell you about fire conditions in different 
sections of this broad Sahara of ours. To-day, 
he is out hocking a diamond stick-pin, a gold 
wrist-watch and a slave bracelet—that Pauline 
gave him—in order to buy a Ford coupe, in 
which he will travel. The “car” will be taken 
down in front of a speak-easy on William 
street this evening and christened Elizabeth 
Henry. Just what it will be christened with I 
can’t say—for what’s in a name when it comes 
to “that” these days! Don’t miss this great 
tour. It’s going to be a wild ride—and, of 
course, instructive. More about it next week. 
* ok * 

Ribena! loves a fat man—except 
— when there is a chance of having one land 
on top of you. After thirty years’ service, a 
certain fireman in New York reached the ro- 
tund weight of 248 pounds; his brother fire- 
men didn’t like the idea of sliding down the 
brass pole ahead of him—that made a fireman's 
life just a bit too hazardous! So the poor old 
boy was retired on half pay. He went to court 
about it, but, like a lot of people who go to 
court, he lost out. 
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HE SPECTATOR extends to its 

subscribers, readers, and friends a 
merry Christmas and a most happy and 
prosperous New Year. Many cards of 
greeting, calendars and other expressions 
of holiday good-will have been received 
THE 


in this office, for all of which 


SPECTATOR is Sincerely appreciative. 





BUREAUCRACY AGAIN 

ROWING from the body of the 

Massachusetts compulsory automo- 
bile liability insurance law, bureaucracy 
is beginning to twine its fingers around 
the throat of independent enterprise in 
that State and close grimly on selective 
underwriting, the jugular vein of sound 
indemnity protection. Government by 
commission is making its evils manifest 
and the result is seen in the fact that a 
decision of the Motor Vehicle Board of 
Appeals, against the Maryland Casualty 
Company of Baltimore, would compel 
that carrier entirely to disregard the 
advice of its own experts in the selection 
of risks and accept the mandate of three 
individuals, none of whom is an under- 
writer, 

The decision grew out of an applica- 
tion for liability insurance, made by a 
“drive-it-yourself” automobile renting 
concern, which was denied by the Mary- 
land Casualty on the ground that it did 
not consider such risks acceptable and 
had never insured them. The automo- 
bile renting firm then applied to the Mo- 
tor Vehicle Board of Appeals, consti- 
tuted under the Massachusetts compul- 


sory law and composed of the Insurance 
Commissioner, the Motor Vehicle Com- 
missioner and the Assistant Attorney 
General, for a ruling on the question. 
This triumvirate decided “That the re- 
fusal of the insurance company to issue 
a motor liability policy to the complain- 
ant is not proper and reasonable” and 
“That the complainant is a proper risk to 
whom to issue a policy.” In other words, 
three gentlemen in Massachusetts, hardly 
fitted for the business, presume to dictate 
to the stockholders of a great and sound 
Baltimore institution how -their money 
should be hazarded. This notwithstand- 
ing the consideration that those stockhold- 
crs, citizens engaged in a legitimate pri- 
vate enterprise, have already employed 
experts to exercise their judgment along 
those lines and must achieve success or 
reap ruin on that basis. 

Fortunately for insurance, the Mary- 
land Casualty has given indication of its 
intention to take the case to the Supreme 
Court and test the constitutionality of 


the law by which the Motor Vehicle 
3oard of Appeals functions. . Other 
companies, including the American 
Automobile Insurance Company, St. 


Louis; Royal Indemnity Company, New 
York; Globe Indemnity Company, New- 
ark; London Guarantee & Accident Com- 
pany, New York; and the New York In- 
demnity Company, have also refused au- 
tomobile liability insurance to “drive 
yourself” or taxicab concerns. 

It is bad enough to have the State at- 
tempt arbitrarily to fix rates and expense 
costs, but when it usurps the prerogative 
of the underwriter and commands com- 
panies to insure this or that individual 
regardless of the carrier’s own best judg- 
ment, the shoals of disaster are not far 
distant. 





SPECIAL INSURANCE TAXES 

HE Insurance Department of the 

Chamber of Commerce of the 
United States devotes number twenty- 
six of the Bulletin issued by it to a dis- 
cussion of special insurance taxes. A 
supplement issued thereto is a compila- 
tion of the special insurance taxes col- 
lected by the various States during 1925, 
together with the amounts allocated to 
their insurance departments and the ra- 
tios used for the benefit of policyholders 
and for other purposes. New York 
stands at the top of the list with a per- 


5 


centage of 8.48 spent for the benefit of 
policyholders; Wyoming is second with 
8.04. The average is 3.65. This is con- 
clusive proof that policyholders, through 
insurance companies, arc heavily discrim- 
inated against in the State tax rolls. The 
following sentence from the article in the 
Bulletin is significant : 

The proportion of special tmsurance taxes 
collected from policyholders which is spent for 
service to them has been constantly declining 
from 6,48 per cent in 1915 to 3.65 pér cent in 
1925. 

The situation is one which requires 
close attention from insurance officials 
and from policyholders. It is deplorable 
and un-American. It indicates the legis- 
lators have been highly successful in 
using insurance companies as a screen 
from behind which they pick the pockets 
of the policyholding public. If policyhold- 
ers could be made to realize the true situ- 


ation it would solve itself at once. The 
whole question revolves around this 
point. A consistent and concentrated 
educational campaign is essential. On 


the basis of 1925 figures, a possible sav- 
ing of over $70,000,000 is involved. 
Probably the companies can never hope 
to restrict the collection of special in- 
surance taxes to funds needed for de- 
partmental budgets, but they will be 
negligent in their duty to their policyhold- 
ers if they do not seriously and actively 
attempt a reduction in the above-men- 
tioned surplus. The present situation is 
a monument to discriminatory legisla- 


tion. 





Six More Companies Sign Conference 
Agreement 

The National Association of Insurance Agents 
reports that six additional companies have 
signed the conference agreement between the 
Association and the National Board of Fire 
Underwriters. These companies are the Queen 
Insurance Company of America, Union Fire 
Insurance Company of Paris, Rhode Island 
Insurance Company, Merchants Insurance Com- 
pany of Providence, Guaranty Fire Insurance 
Company of Providence, Granite State Fire 
Insurance Company of Portsmouth, N. H. 


A. C. Arnold Made Chicago Manager of 
Standard Accident 

Cricaco, Itt., December 22—A. C. Arnold, 
former bond underwriter for the Standard Ac- 
cident Insurance Company of Detroit, has been 
appointed Chicago manager of the bond de- 
partment of that company. 

Clarence M. Leith, former bond department 
manager, has been made manager of the New 
with headquarters in 


England department, 


Boston. 
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INTER-+SOUTHERN 


ALIVE! 


To the TREMENDOUS 
POSSIBILITIES in the 
| Field of Life Insurance 





at = 


Home Office Building of the In- 
ter-Southern Life Insurance 
Company, 
Owned by the Company. 


Louisville, Ky. 


CAREY G. ARNETT, President 


HOSE in the field must have 

been impressed, as we be- 
hind the lines have been, by the 
great development occurring in 
life insurance during the past 
several years. 


This development is reflected 
not only in statistics showing 
an unprecedented amount of 
insurance as being written, but 
also in the changed attitude of 
the average individual toward 
the subject, and by the keen, 
successful type of business man 
who is being attracted into the 
field of competition. 


To the improved ability of life 
insurance companies to both 
anticipate and provide for the 
needs of the public, much of the 
recent progress may be ascribed. 


The service of insurance has 
broadened. It has become an 
accepted and necessary utility. 
No longer is it looked upon with 
apprehension and dread. It is 
now employed for its construc- 
tive value. 


It is too much to think that 
insurance has already reached 
its ultimate end; that it has be- 
come perfected and standard- 
ized. The future will see many 
changes as insurance gradually 
and constantly increases in ways 


of application, and in value to 
the public. 


That the Inter-Southern Life is 
alive to the changing conditions 
in the life insurance field; that 
it appreciates the opportunities 
of the future; and that it realizes 
that full attainment of these 
opportunities necessitates con- 
stant improvements in service, 
is indicated by its recent oper- 
ations. 


New Methods of business coop- 
eration between home office and 
field department; a new type of 
service for and to the repre- 
sentative; new policies, devised 
to meet modern-day needs; en- 


larged facilities for handling 
group transactions; alert and 
trained management _ seeking 


every opportunity to broaden 
and improve the Company's re- 
lations with its field staff and 
with the public—show how 
soundly the Inter-Southern Life 
is preparing for the future, and 
helping its agents profit to the 
fullest by the great possibilities 
that exist. 


To men who share our vision, 
and who gauge a connection by 
its future worth as well as by 
the present, we cordially invite 
correspondence. 


INTER-SOUTHERN LIFE INSURANCE Co. 


ESTABLISHED 


19095 - IN _ - 


LOUISVILLE 


- KENTUCKY 


Capital, Surplus and Reserves for Protection of Policyholders, $11,806,168.68 
Insurance in Force over - - - - - - 


- $110,000,000.00 
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CANADIAN COMPANIES ENTER 
Confederation Life and Imperial Life Fol- 
low Canada Life 
Two more Canadian companies, the Con- 
federation Life Association and the Imperial 
Life Assurance Company, both of Toronto, 
have received permission to do business in New 
York. Superintendent of Insurance James A. 
Beha has issued these companies certificates 
permitting them to write participating wsurance 

only. 

The Imperial Life was incorporated in 1896 
by the Canadian Parliament with an author- 
ized capital of $1,000,000. All of this has been 
subscribed and $600,000 paid in. Both partici- 
pating and non-participating insurance is writ- 
ten by this company. At the-close of 10925, it 
had in force $195,068,289 of insurance, against 
which was held admitted assets of $35,047,308. 

The Confederation Life is an older company, 
having been incorporated in 1871 by an act of 
the Canadian Parliament and empowered to 
write both participating and non-participating 
lines. The authorized capital at the start was 
$500,000 and later was increased to $1,000,000. 
Of this, $100,000 has been paid in. At the end 
of 1925, its admitted assets were $45,180,688, 
against outstanding insurance amounting to 
$206,717,601. The company operates in about 
a dozen different countries. 

These companies are in rather close business 
relations with the Canada Life, admitted re- 
cently into this country. 





Union National Elections 

The Union National Insurance Company of 
St. Petersburg, Florida, held its first annual 
meeting of stockholders on December 15. 
More than 50 stockholders were present, rep- 
resenting 80 per cent of the stock, and the ses- 
sion was a most optimistic one. Reports 
showed more than $1,250,000 on the company’s 
books and the prospects for the coming year 
are considered exceptionally bright. 

A board of directors was elected and all the 
officers were re-elected. The directors named 
for the coming year are: W. T. Baynard, 
Charles R. Carter, H. C. Case, John L. Davis, 
Max A. H. Fitz, E. A. Hasek, Thos. L. Heard, 
Sam H. Mann, Jr., R. L. Newman, Sr., J. 
C. Robertson, E. F. H. Roberts, David S. 
Welsh, and E. B. Willson. The officers are: 
Max A. H. Fitz, Dr. John LE. 
Davis, executive vice-president; J. C. Rober- 
son, vice-president; E. F. H. Roberts, secre- 
tary and actuary. Due to ill health, A. T. 
Blocker, vice-president of the company, de- 
clined to be a candidate for re-election, either 
as officer or director. 


president ; 





—The Peoples Life of Frankfort, Ind., has printed 
“A Christmas Carol,’”? by Dickens, and has distributed 
it as the company’s Christmas greeting. 


NEW LIFE COMPANY 


Julian Price Outlines Possibilites for 
Young Organizations 


SPEAKS AT LIFE PRESIDENTS’ 
MEETING 


Jefferson Standard Head Concludes That 
Three Is Ample Opportunity for Sound 
and Well Managed Organizations 


A discussion of new life insurance compa- 
nies and their possibilities, form the basis of 
a most interesting address by Julian Price, 
president of the Jefferson Standard Life In- 
surance Company of Greensboro, N. C.. at the 
twentieth anniversary convention of the As- 
sociation of Life Insurance Presidents, held in 
New York last week. 

Mr. Price pointed out that at the present 
time all but two States now have life insur- 
ance home offices, while at the beginning of 
the present century only twenty-four States 
claimed this distinction. The West and South 
show the greatest growth. He finds the evi- 
dence of vigor and aggressiveness in the newer 
companies to- be striking. During 1925 the 
companies organized since 1900 wrote 22.6 per 
cent of total new insurance written. Contrast- 
ing the growth of that of the preceding cen- 
tury Mr. Price said: 

The contrast with the previous century’s 
growth is striking. At the close of 1925 the 
new companies had insurance in force of $12,- 
186,000,000, which was 42 per cent greater 
than the total amount carried by all legal re- 
serve companies at the beginning of the cen- 
tury, after fifty-five years of activity. The 
assets at the end of 1925 ($1,346,000,000) of 
these same new companies were 77 per cent of 
the total accumulation of all companies at the 
close of 1900. 

Mr. Price developed his subject by pointing 
out the locations of the new companies, their 
years in business and the amount of business 
they have done, and then launched into a dis- 
cussion of mergers and reinsurance. Upon this 
subject he said: 

It is natural that there should be mergers of 
life insurance companies, but they should be 
sanctioned only when justified by economically 
sound reasons. Life insurance mergers, unlike 
the merging of commercial organizations, must 
not be considered from the standpoint ot stock- 
holders alone. Having induced a policvholder 
to select it as the medium for furnishing a 
service so bound up with the most sacred and 
intimate ties in life. the management of a 
company should not lightly consider a change 
of that affiliation in which the policyholder 
may have no voice. 

In concluding his address, Mr. Price had 
the following to say: 

As this is yet a young country, we may ex- 
pect continued growth in population and wealth 
for many years. As the complexity of our 
civilization increases, we may expect life in- 
surance to become an increasingly important 


7 


INTERNATIONAL LIFE AND TRUST TO 
BE REINSURED 

Crescent Life of Indianapolis to Take Over 
Moline Company 

INDIANAPOLIS, December 20—Negotiations 
for the sale of the International Life and 
Trust Insurance Company of Moline, Ill, to 
the Crescent Life Insurance Company of this 
city are announced. The sum involved in the 
transfer was not revealed, but the combined 
companies capitalization of 
$100,000 and insurance in force of more than 
$16,000,000. The board of directors of the 
Indianapolis company, at a recent meeting, ap- 
proved the purchase, and approval has been 
given by the board of directors and stock- 
holders of the International company, it is 
said here. The deal yet remains to be placed 
before the stockholders of the Crescent com- 
pany. 

It is planned to bring the staff of the Inter- 
national company to this city as soon as pos- 
sible following ‘he closing of the deal. The 
International company is operating in Illinois, 
Missouri, Kansas, Arkansas and Iowa and has 
a working insurance of approximately $10,000,- 
ooc. The Crescent company is operating in 
Indiana and Illinois and will purchase the In- 
ternational partly as a means of branching into 
Western States. The local company was or- 
ganized ten years ago and insures only mem- 
bers of the Masonic lodge and their families. 


would have a 


John Hancock Increases Dividends 

Boston, December 18.—Officials of the John 
Han¢ock Mutual Life Insurance Co. announce 
for the seventh consecutive year since 1920 an 
increase in its dividends. 

The schedule of “surplus distribution” just 
given out by the company represents an av- 
erage increase of approximately. 10 per cent 
over the present year. It becomes effective on 
January I, on business written since January 
1, 1908, when the present premium rates were 
adopted. 








factor in our economic and social life. We 
may, therefore, reasonably anticipate a pro- 
gressive increase in the total volume of out- 
standing life insurance. Thus far in the pres- 
ent century it has been demonstrated that there 
is an ample opportunity for the greatly in- 
creased number of soundly-managed life in- 
surance companies. The success of this large 
and widely distributed number of companies 
contributes to an increase of popular confi- 
dence in the fundamental soundness of legal 
reserve life insurance. It would indeed seem 
that consideration for the welfare of the in- 
stitution would not prompt a desire on the part 
of life insurance executives for any limitation 
of the number of soundly-managed life insur- 
ance companies. The huge proportions of the 
business justify its distribution among the 
present large number of companies. State and 
local pride is justified in its desire for repre- 
sentation among the companies so admirably 
serving the life insurance needs of America. 
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Be Your Own Judge and Jury 


One of the East’s leading ‘‘old-line,”’ mutual life insurance companies, 
having recently entered the States of Maryland and Delaware, needs 
a General Agent to represent them in this new territory. 


The man they want should be able to produce a reasonable volume 
of personal business at the start—his past record will prove that. 
He should be an organizer—be able, after a few weeks of personal 
production, to contract with new agents, work with and lead them. 
He should have a well-founded reputation for successful accomplish- 
ment in this direction—or have it in him, with our help, to quickly 
develop managerial ability. 


Choice, undeveloped territory—such as Maryland and Delaware— 
is an inducement for any man who would capitalize a thorough 
knowledge of life underwriting. 


close 





Add to that inducement a generous General Agent’s contract 
co-operation and friendly interest—liberal underwriting rules and 
prompt action on all business submitted—modern selling literature 
and sales methods—and you have an opportunity for unlimited 
future growth awaiting the right man. 


We leave you to be both the judge and the jury of the above oppor- 
tunity. 


You know your own capacity and your own limitations. If interested 


in further details as to company, contract, etc.—write, in confidence, 


to 


**Carlton,” 


Care of THE SPECTATOR 
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CODE FOR BENEFIT ASSOCIATIONS 
Senate and House Get Identical Bills for 
District of Columbia 
WasHinctTon, D. C., December 20.—An in- 
surance code for co-operative non-profit life 
benefit associations operating in the District of 
Columbia is sought of Congress in bills intro- 
duced in the House of Representatives by Con- 
gressman Oldfield of Arkansas and in the Sen- 
ate by Senator Sheppard of Texas. The legis- 
lation has the approval of District insurance 

officials. 

The measures have no connection with insur- 
ance activities of the Ku Klux Klan, it was 
declared by local officials following circula- 
tion of a rumor that such was the case. They 
are, instead, designed merely to regulate the 
beneficial association and are in line with, 
although not a part of, the legislation provid- 
ing a new insurance code for the District of 
Columbia, now. pending in Congress. 

The bills, which are identical, provide for 
the incorporation of associations, the manner of 
taxation and regulation and control of the busi- 
ness. The mode of governing such associa- 
tions is defined, together with the basis upon 
which insurance may be issued, requiring that 
all policies be mutual and participating. 

Organizations desiring to be licensed must 
have a minimum of 500 members and must 
post a bond of $50,000 for payment of death 
benefits, to run until the accumulated reserve 
en the business written reaches that amount. 
Existing companies operating in the District 
may be licensed if they can show outstanding 
policies aggregating a minimum of $1,000,000, 
and provision is also made for the entrance of 
foreign companies. 

Permission is the bills for the 
maintenance by such associations of homes for 
aged members, or children’s home, hospitals 
or recreational centers or any other charitable 
institution and are classified as charitable in- 
stitutions. 


given in 


Title Companies Plan Merger 

RicomMonp, Va., December 18—A plan to 
merge the Lawyers Title Insurance Company 
and the Real Estate Title Guaranty Corpora- 
tion, two Richmond companies writing title in- 
surance, will be submitted to their stockholders 
on December 28, according to an announce- 
ment issued jointly to-day. The former com- 
pany is capitalized at $400,000 and the latter at 
$300,000, but it is planned to increase the 
capital of the new company to $1,000,000 if 
the proposed merger is ratified. 


and Detroit General Agencies 
Open 

Opportunities are presented for qualified life 
insurance men to make connections as generas 
agents at Chicago, IIl., and Detroit, Mich., as 
well as in other important points in Illinois and 
Michigan. Those interested will do well to re- 
spond to the advertisement of the Old Line 
Life, of Milwaukee, which appears on another 


Page of this issue. 


Chicago 


A South American’s Views on Life 
Insurance 
[To the Editor of THe Specraror] 

The undersigned, superintendent of agencies 

of “La Continental” Insurance Company of 
Buenos Aires, Republica Argentina, would in- 
deed appreciate to express through the columns 
of your publication his admiration of the 
gigantic development of the institution of life 
insurance in your great country. 
_I came to acquire knowledge and inspira- 
tions, in general, on matters concerning life 
insurance. I certainly acknowledge that I have 
gained my purpose which I owe to the friendly 
and unselfish assistance received from the 
various companies, agencies and underwriters, 
which is greatly appreciated. 

It has given me great pleasure to have had 
the opportunity to observe the high standard 
which life insurance has attained in the United 
States. 

I can now understand why billions of in- 
surance are in force in North America. It is 
evident that your underwriters are very indus- 
trious and go through intensive tram:ng and 
a high education, such as I have had the op- 
portunity to witness at the Life Insurance 
Training Course of the New York University, 
which is really marvelous. 

Upon reaching Argentina, next January, I 
shall preach the gospel of serving human needs 
through life insurance, the golden rule of your 
life underwriters. 

I hope to bring with me a clipping of your 
number, voicing my deep admiration and ap- 
preciation of your wonderful country and its 
institutions. Cordially yours, 

Jose SHLAMOVITz. 

New York, December 17, 1926. 


Urges More Man Power 
(Concluded from page 3) 


examined at all by the department. The de- 
partment has been most fortunate in having 
very able Commissioners, nevertheless that con- 
dition can only be due to the fact that the de- 
partment has been “starved.” The State of 
Pennsylvania collected in 1925, $5,823,641 from 
the insurance interests, while expenses of the 
Pennsylvania Insurance Department for the en- 
tire year amounted only to $110,949. This means 
that the ratio of money collected and spent for 
service to policyholders was 1.91, or in other 
words, that 98.09 per cent of the total amount 
collected from the business was used for other 
State purposes. There is no good reason why 
the Pennsylvania Insurance Department should 
not have all the examiners it needs. The pub- 
lic and the companies are equally interested in 
seeing this condition corrected. 

There are other State departments which are 
heine starved but the facts will not be known 
until some scandal in the business breaks forth 
in that State, and an indignant public asks why 
the condition was not discovered by the depart- 
ment long before. 

The State of New York has prided itself on 
its insurance department. One reason why it 
has a good insurance department is that it is 
willing to pav the price. In 1925, the State 
of New York collected $7,427,551 from the 
companies and expended $620,691 for its in- 
surance department. This means that 8.48 per 
cent of the amount collected was expended for 
the department. This ratio is the highest of 
any of the States and likewise the ratio show- 
ing the amount used for other State purposes 
is the lowest. In New York many of us are 
advocating higher salaries in the department, for 
to pay adequate salaries is to the advantage of 
the State. You can appreciate what New York 
snends when I tell vou that in 1025, the State 
of Connecticut collected $5.176.462 and ostty 
expended $54,366 for its insurance department. 
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LEONHARD T. HANDS RESIGNS 
Michigan Commissioner Joins Life Com- 
pany as Agency Superintendent 
Insurance Commissioner Leonhard T. Hands 
of Michigan resigns on December 31, and leav- 
ing with him are most of the appointive offi- 
cials of the Groesbeck administration. Gov- 
ernor Groesbeck will be succeeded by the 

present mayor of Ionia, Fred W. Green. 

Mr. Hands will become superintendent of 
agencies for the Michigan Mutual Life of De- 
troit, which was established in 1867 and is 
now doing business in seventeen States. 

Shortly after Mr. Hands took office as com- 
missioner he organized the State fire rating 
division, which reduced fire rates in the State 
by about 12 per cent. He also instituted a 
questionnaire system of licensing agents, which 
served as a qualifying examination. 

During the Chrysler-Palmetto controversy, 
Mr. Hands took a prominent part and was 
quick to recognize the approaching crash of 
the Associated Employers’ Reciprocal at the 
time Michigan examiners were withdrawn 
from joint examination with Illinois, and im- 
mediate steps were taken to protect Michigan 
interests. 

Governor-elect Green as yet has not an- 
nounced who Mr. Hands’ successor will be; 
however, First Deputy H. B. Corell is men- 
tioned for the post. 


The Insurance Press Sold 

The Insurance Press publications of New 
York have been sold part to The Weekly Un- 
derwriter, and part to The National Under- 
writer. The Weekly Underwriter takes The 
Insurance Press (weekly) and the annual re- 
view number, and The National Underwriter 
takes The Insurance Press monthly industrial 
edition and the special edition of “Life Pay- 
ments Localized.” Notice of these facts ap- 
peared in THE SPECTATOR last week. 

Franklin Webster, editor of The Insurance 
Press, goes with The Weekly Underwriter as 
associate editor, and Charles L: Gleizes, Jr., 
secretary and treasurer of The Insurance Press, 
goes with The National Underwriter at the New 
York office. 

The Insurance Press weekly will be merged 
with The Weekly Underwriter under the title 
of The Weekly Underwriter and The Insur- 
ance Press. Both of these publications have 
for many years specialized in an annual review 
number, issued the first week of the new year. 
This feature will be continued. 

Mr. Gleizes will conduct The Insurance Press 
publication taken over by The National Under- 
writer from its New York office as a special 
department. 











If your legislature does not treat your depart- 
ment with liberality or refrain from excessive 
taxation of your companies New York will get 
most of the new companies that otherwise might 
be incorporated in Connecticut. 

The wise legislator should realize that the in- 
surance dep>rtment is an investment which will 
bring rich dividends in the form of new com- 
panies and added taxes. 
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Hugh S. Bell Goes to Seattle for Equitable 
of Iowa 


Des Moines, Iowa, December 20.—Hugh S. 
Bell, formerly district agent in the Los An- 
geles Agency, of the Equitable Life of Iowa, 
has been appointed agency manager at Seattle. 
Mr. Bell was born in Des Moines, Iowa. He is 
a son of Hill M. Bell, a former president of 
Drake University for many years. Mr. Bell 
was educated at Drake University and the 
University of Chicago where he received B. A. 
and M. A. degrees. After his graduation in 
1913 he taught in several high schools in Iowa. 
Yn 1920, he became assistant manager of the 
Redpath Vawter Lyceum and Chautauqua Sys- 
tem, with headquarters at Cedar Rapids, Iowa. 

Mr. Bell joined the Equitable Life of Iowa 
in November, 1925, and became district agent 
at Hollywood, Calif. His accomplishments as 
an organizer and personal producer merit his 
appointment as agency manager at Seattle. 

W. J. Daugherty and C. G. Cole, former 
agency directors at Seattle, will continue in the 
agency as special representatives. In length 
of service they are among the oldest representa- 
tives of the Equitable Life of Iowa. Mr. 
Daugherty became general agent for the com- 
pany at Seattle in 1903, having been in the 
company’s service nine years previous to his 
appointment. Mr. Cole came with the com- 
pany in 1901, and associated himself with Mr. 
Daugherty on December 1, 1907. Both Mr. 
Daugherty and Mr. Cole are very popular in 
insurance circles. 





Herbert M. Woollen at Service Bureau 
Meeting 

Herbert M. Woollen, president of the Amer- 
ican Central Life, of Indianapolis, and of the 
American Life Convention, attended a meeting 
of the executive committee of the American 
Service Bureau at the Convention’s headquar- 
ters in St. Louis on Monday, December 20 
Life insurance inspection service formed the 
principal topic of the session, which was lim- 
ited to a single day’s business. 


‘““INSURABILITY” 





Prognosis and Selection—Life, Health 
and Accident 





HEALTH FACTORS VALUED 





An Extensive and Valuable Work by Dr. 
H. W. Dingman for the Guidance of 
Medical Directors, Examiners and 
Underwriters of Both Life and 
Casualty Companies 

“Insurability,” shortly to appear from the 
press of The Spectator Company, is one of the 
jargest works of insurance ever published in a 
single volume. It was a question debated seri- 
ously by the author and the publisher, whether 
it should not be presented in two volumes. 

Volume I would have discussed the funda- 
mentals of insurability, such subjects as the 
personalities of agents, examiners and home of- 
fice selectors, mortality and disability tables, 
the effects of age, sex, weight, occupation, fam- 
ily and racial history. 

Volume II would have been restricted to 
prognosis. Prognosis means a forecast of what 
is going to happen to an individual because he 
has had appendicitis or gall-stones or syphilis 
or what-not. This subject is discussed more 
completely than in the strictly medical books 
that physicians buy, and in a style that is as 
readable as it is informative. 

Even in two volumes, each book would have 
been so large that it seemed wise to arrange 
the paper and the typing and obtain the advan- 
tage and convenience of a single volume. It 
has involved more time and expense on the pub- 
lisher’s part, and it has meant more time and 
effort on the author’s part. Dr. H. W. Ding- 
man accepted that hardest of all tasks of an 
author—the critical review of a finished manu- 
script to condense and revamp, so that every 
pen-picture may appear in its crispest manner. 
But the book has profited. It is seldom a 
writer’s style is seen which is so pithy and so 
pungent. 

As the title indicates, “Insurability” is writ- 
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ten primarily for insurance men. But Dr, Ding. 
man, beng a physician before he was a medic 
director, has written the book on that large 
scale so that it is as pertinent to physicians a5 
‘nsurance executives and agents. However, 
what appeals most to the reviewer is that the 
style of the book makes it most readable to ap 
individual, regardless of vocation. 

When all is said and done, nothing concerps 
an individual so much as himself, and it be. 
comes an exceedingly interesting subject to the 
most of us to learn about our racial inheritance, 
because we are Irish or Jewish or Swedish, to 
understand if we are so thin we should fatten 
up, or so heavy we should reduce. All such 
factors, and there are many, control the health 
and longevity of the individual. It is these 
factors that insurance companies appraise when 
they offer insurance, and it is these factors that 
each of us as individuals should be able to rer. 
ognize and evaluate. The price of this service. 
able work is $15. 


Will Devote Time to Insurance Company 

RicuMonp, Pa., December 18—T. Elwood 
Tragle, president of the Virginia Life and 
Casualty Insurance Company, of Virginia, ex. 
pects to take an active part personally in the 
management of the company in future. Mr, 
Tragle was president of a corporation which 
owned a chain of retail drug stores in Rich- 
mond. The corporation recently sold out, and 
he is thus enabled to devote his time to the in- 
surance company. 


Opportunity for Life Office Man 

An advertisement in another column offers 
an opportunity for an experienced office man- 
ager and assistant secretary with a medium 
sized life company, which has been in business 
for twenty years. This position offers an excel- 
lent chance for rapid promotion, and any 
ambitious and experienced man with executive 
ability would do well to respond to the aé- 
vertisement. 





—WANTED— 
- Office Manager - 


- Assistant Secretary - 


A twenty-year-old, medium 
sized, well established growing 
company, wants an experienced 
mature office manager-assistant 
secretary. Give salary, experi- 
ence, education, qualifications 
and reference in first letter. Ad- 
dress Box 600, care of THE 


SPECTATOR, New York. 





and Detroit. 


will be considered later. 


Milwaukee 





ARE YOU THE MAN? 


General Agency appointments will be made soon in Chicago 


One or two other important points in Illinois and Michigan 


RUPERT F. FRY, President 
The Old Line Life Jusurance Company 


of America 


Wisconsin 
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will Take Ten Best Producers to Stevens 
Hotel Opening 

The ten producers who make the best record 
during November, December and January for 
Northwestern National of Minneapolis will be 
extended an invitation by President O. J. 
Arnold, to attend a president’s dinner to be 
held in Chicago at the time of the opening of 
the New Stevens Hotel next spring. The 
standing will be determined on a point basis— 
the same that is now being used in connection 
with the Quarter Billion Convention to be held 
at Yellowstone National Park next August. 
This takes into account not only production, but 
yolume, form of settlement, renewal ratio, term 
conversion, reinstatements and increase over 
the previous year’s record. 





E. A. Woods Company Has Big Day 
The Edward A. Woods Company of Pitts- 
burgh, general agent for the Equitable Life 
Assurance Company, held what was known as 
Loyalty Day on December 7, atid on that day 
406 members obtained 1,105 applications for 
$4,083,765, including two groups of $500,000. 
Deducting the number of salesmen who were 
on the sick list on that date, 80 per cent of 
the agency force scored, the business coming 
from all sections of the territory, from part 
and full-time men and women, from large pro- 
ducers and small. It was a record day for 
the large Woods agency. 


Postal Life Protests 
[To the Editor of THe Specrator] 

We direct your attention to an inaccurate 
statement in your issue of the 16th instant. 
You have it appear that a circular of the Pos- 
tal Life Insurance Company “states that the 
company has physicians in most communities 
to make physical examinations of applicants 
for insurance in the Postal Life.” 

The circular reads as follows: “In about 
every community there are physicians whose 
professional standing is known to the company, 
and one or more of these are approved by our 
medical board to make examinations.” 

We recommend physicians to applicants; 
these recommended physicians are always from 
the States’ accredited lists. 

John Doe (an applicant), for example, em- 

ploys such a physician who furnishes him a 
report on his condition of health, which report 
is sent to us. The physician does not represent 
the company. In the services performed for 
John Doe the physician does not act in the 
negotiation for the policy, but always profes- 
sionally, rendering only the service for which 
he is licensed. 
_ This company has appointed no physicians as 
its medical examiners, and recognizes none as 
such, outside the State of New York. It avoids 
having a physician or any other person in a 
tepresentative capacity outside the home State. 
C. W. Jackson, Actuary, 
The Postal Life Insurance Company. 
New York, N. Y., Dec. 16, 1926. 


—Louis Rosenthal of San Francisco, Calif., general 
agent for a number of marine insurance companies, 
has gotten out a usefyl wall calendar for 1927. 


and Southern Life of Cincinnati 
calendar for 1927. 


—The Western 
has issued a 


handsome wall 


Company Combs Country to Pay Policy 

Hear ye a tale of a policy! And of a man 
who didn’t make his payments and of a com- 
pany that combed the country to make a pay- 
ment. 

On March 22, 1905, William C. Burel, assist- 
ant master mechanic in the railway service at 
Walnut Ridge, Ark., applied for and received 
an insurance policy from the American Central 
Life Insurance Company of Indianapolis for 
$1000 on the 20-year endowment plan. In 1912, 
Mr. Burel lapsed the policy. 

The policy provided that, in event of lapse 
without the selection of any particular option 
by the insured, paid-up endowment insurance 
should automatically go into effect. Accord- 
ingly, such a policy that called for the pay- 
ment of $230 to the beneficiary in case of 
death or to the insured on March 22, 1925, if 
still living, was placed in force. This supple- 
mental policy was held in the company’s files 
for the reason that the original policy for $1000 
was still retained by Mr. Burel. 

In the meantime, Mr. Burel’s work took him 
March 22, 1925, 
had 


here, there and everywhere. 
arrived, no Mr. Burel 
two hundred and thirty perfectly good dollars 
for Bill, who had done an Agatha Christie act. 
Much letter writing followed on the part of the 
American Central—letters to places in Arkan- 
sas, California, Missouri; but all these appeals 
left no address’ 
Then the company 


and the company 


with “moved, 
scrawled on the envelopes. 


got a clue that somewhere in the tiny State 


came back 


of Texas, Bill Burel was earning his staff of 
life. All in vain! Suddenly along comes clue 
No. 173, that Mr. Burel wasn’t in Texas a-tall, 
but—aha !—Idaho was the playground. Wrong! 
And once again Watson was called forth with 
the needle, whereupon it was discovered that 
somebody had told somebody else that some- 
body had seen somebody who was pretty sure 
the elusive Bill Burel—wonder what was his 
line 2—was in Utah, the village being none other 
than Salt Lake City. All wet again! Watson 
and his needle were and Sherlock 
Holmes himself strutted upon the scene. After 
scratching his chin for five minutes and look- 
ing dreamily out of one of the home office win- 
dows, he said “Washington, 
D. C., is the capital of our country!” In Wash- 
ington, the American Central sleuth got all 
tangled up with judges and congressmen—one 
of them 3urel before. 
Through a tip from this worthy, the long, long 
trail led next into Pennsylvania—and at Kaylor, 
Penna., he was located. Mr. Burel wrote back 
identifying himself, but completely ignored the 
money—and again disappeared! Then one brisk 
November day in 1926, the traveling Mr. Burel 
its In- 
diana!—for a few hours and casually dropped 
He didn’t have to ask 


discarded 


nonchalantly : 


known 


having years 





happened to be in Indianapolis—now 
into the home office. 
twice for those $230! 


Earl G. Mercer Promoted 
Earl P. Mercer, who will be remembered as 
president of the Kansas City Underwriters As- 
sociation in 1925 when Kansas City was host 


gD 


SECRETARY REPORTS 


Reviews Work of Insurance Federa- 
tion 


628 BILLS IN 10 STATES 


81 Proposed New Laws Dealt With Auto 
Indemnity 

Making his report to the annual meeting of 
the Insurance Federation of America, John. T. 
Hutchinson, secretary of the organization, re- 
viewed the work of that body for the fiscal 
year ending October 31, 10926, and pointed out 
that ten States held legislative sessions, be- 
sides such special sessions as were convened. 
sills affecting insurance totaled 628 in the ten 
States, of which casualty and workmen’s com- 
pensation measures amounted to 312. There 
were 81 proposed new laws affecting automo- 
bile insurance, most of them of the compul- 
sory type. 

Fire insurance, said Mr. Hutchinson’s re- 
port, drew 38 bills, while life and fraternal 
business numbered 61 bills. There were 117 
general bils affecting all lines. Of the total 
number of bills, 177 became law and 451 failed. 
In New York alone there were 267 bills in- 
troduced, and 190 of these pertained to com- 
pensation and casualty lines. Compulsory auto- 
mobile insurance will be a topic in Pennsyl- 
vania in 1927, declared the Federation secre- 
tary, although the American Automobile As- 
sociation is on record as opposed to the scheme. 

In Washington, D. C., the Fitzgerald bill 
is still an unsettled issue and is on the calendar 
for the consideration of the next Congress, 
already convened, and will be reached about 
January. Federation work was specially suc- 
cessful in Missouri, where the voters rejected 
a monopolistic State compensation fund and 
set up a compensation law without the State 
fund feature. It is noteworthy, from the sec- 
retary’s report, that in about 250 high schools 
and colleges of the country some phase of 
State insurance has been the topic in debating 
clubs, much of the data used having been fur- 
nished by the Federation. From the summary 
of legislation given by Mr. Hutchinson the fol- 
lowing is an interesting extract: 


INSURANCE BILLS, 1926 LEGISLATURES 
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N. York 190 21 12 DY j 27 267 76 191 
Fe 3c. 12 5 as 4 4 25 12 13 
Se © scene 5 1 4 2 6 18 3 15 
Virginia 14 3 3 4 10 3 19 15 
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Total .... $12 81 38 61 136 628 177 451 








to the National Association Convention, has 
been promoted by the Royal Union Life Insur- 
ance Company. 

Mr. Mercer has been cashier of the Royal 
Union’s branch office at Kansas City for many 
vears. 
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Service won! 


To the tune 


of $2,000,000 worth of business 


OW did a New England ‘company get the 

privilege of placing $2,000,000 worth of 
insurance? Not by strong-arm, table-banging 
salesmanship. Not by luck, pull, or trading 
on personal relationships. Not at all. 


This sensational catch was landed by spend- 
ing time and thought in working out a plan 
whereby the prospect could greatly increase 
his insurance with a comparatively small in- 
crease in premiums. 


Here again is proof that an agent serves his 
own self-interest best by putting his client’s 
interests first. Here again is proof that an 
agent is on the right track—is underwriting 
his business against competition—when he 
urges automatic sprinklers for his unprotected 
fire risks. 


True, your commission will drop when the 
sprinklers are installed. But live agents can 
soon turn this cut into a permanent increase. 
For when you have shown an owner how to 
get sprinkler protection out of savings in fire 














Important Facts for Agents 
to Consider 





. 
1. Grinnell Company is not affiliated in any way, with 
any insurance office. Local agents may, therefore, freely 
come to us with any case anda be sure that our cooperation 
will help them hold their lines intact. 


2. Grinnell service in engineering and installation is 


‘‘The Local Agent and Automatic Sprinklers” 


premiums you have performed a real service. 
His appreciation opens the door to effective 
solicitation on Use and Occupancy, Wind 
Storm, Plate Glass and allied lines. 

But be sure the good-will vou earn is safe- 
guarded by the way the sprinkler proposition 
is carried through. Recommend that the fi- 
nancing and installation be handled by Grin- 
nell Company. Grinnell is the pioneer sprinkler 
concern in America. Grinnell systems are 
installed by specialists. Responsibility is not 
divided with local contractors and the possi- 
bility of unsatisfactory installation is conse- 
quently avoided. The company puts its un- 
questioned financial and engineering prestige 
back of every job. 

Many an agent has won to big increases in 
premiums through proving his readiness to put 
his clients’ interests ahead of his own. Read 
about actual case in the free booklet, ‘The 
Local Agent and Automatic Sprinklers.”? Send 
the coupon to Grinnell Company, Inc., 256 
W. Exchange St., Providence, R. I. 


Cut this out and mail at once 





A complete, authoritative booklet sent free on request. 


national, so that local agents get close personal contact A eee a ee 
with our representatives in all principal cities. 
3. The reputation of The Grinnell System is unques- 

Address ‘T 


tioned. Local agents may, therefore, urge sprinkler in- 
stallation in the knowledge that performance will match 
their promises. 

5. Grinnell handles the whole undertaking—financing, 


estimating, engineering and installation 
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Grinnell Co., Inc., 256 W. Exchange St., Providence. F 





NELL 


AUTOMATIC SPRINKLER SYSTEM 
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FRED J. BREEN IN NEW POST 





National Board’s Executive Assistant 
Goes to National Union 





ASSISTANT TO E. E. COLE 





Had Been With National Board for Twen- 
ty Years—Fire insurance Acquaintance 
Extensive 
Fred J. Breen, executive in the 
National Board of Fire Underwriters, resigned 
last week to accept a position as assistant to 
President E. E. Cole, of the National Union 
Fire Insurance Company, of Pittspurgn. mr. 
Breen this summer celebrated his twentieth 
anniversary of service with the National Board. 
He was closely associated with General Man- 
ager W. E. Mallalieu, will miss him 

sorely. 
Mr. Breen started his business career in the 
actuarial department of the Home Life Insur- 


assistant 


who 











Frep J. Breen 


ance Company, but shortly became connected 
with the National Board. He was subsequently 
appointed chief clerk, and later, some three 
years ago, was given his present title. His posi- 
tion brought him into contact with a wide vari- 
ety of insurance men, both in executive and field 
departments, and he is credited with an un- 
usually wide acquaintance among them. Mr. 
Breen has been wielder of the New York pond 
of the Blue Goose since its organization and 
is extremely popular with its membership on 
account of the efficiency with which he has 
handled this difficult task. 

Mr. Breen has acquired quite a reputation 
for ability in connection with his work direct- 
ing the adjustment of conflagration losses. He 
accomplished this task particularly well imme- 
diately after the hurricane at Miami this fall. 


B. C. THORN RETIRES 


Brooklyn Manager of Fidelity-Phenix 
Served Fifty Years 








SUCCEEDED BY V. C. STEUERWALD 





New Incumbent Has Been Manager in 
Williamsburg—Formerly in Captain 
Thorn’s Office 


of service with the old 


After fifty years 
Phenix of Brooklyn and the present Fidelity- 
Phenix, Captain B. C. Thorn, manager of the 
Brooklyn office for the latter company, will 
retire from active business on January 1. The 
board of directors of the corporation, out of 
appreciation of his splendid service, are con- 
tinuing his salary. 

Captain Thorn has the happy faculty of ob- 
taining the affection of all who come in contact 
with him. Illustrative of this—and also a 
tribute to the company—there are four men in 
the Fidelity-Phenix Brooklyn office who have 


served in the aggregate 178 years: Captain 
Thorn, manager, fifty years; J. f°. Bisbee, as- 
sistant manager, forty-four years; W. W. An- 
drews, cashier, fifty-nine years; V. C. Steuer- 


wald, manager of the Fidelity-Phenix, Wil- 
liamsburg office under the captain, twenty-five 
years. 

V. C. Steuerwald has been made 
of the Fidelity-Phenix Fire Insurance Com- 
pany’s Brooklyn office to succeed Captain Thorn. 

Mr. Steuerwald is particularly well qualified 
for his new position for the reason that he 
served under Captain Thor»: for many years, 
for it was twenty-five years ago that he came 
to Captain Thorn’s office as a young man. Dur- 
ing the sixteen years that Mr. Steuerwald 
worked under Captain Thorn his work was 
largely outside so that he comes equipped to his 
new position with a very large acquaintance 
amongst the splendid line of brokers doing 
business with the Fidelity-Phenix office. Nine 
years ago Mr. Steuerwald was transferred from 
Captain Thorn’s office and made manager of 
the Williamsburg office of the Fidelity-Phenix 
and the Continental. During that time Mr. 
Steuerwald has most successfully managed and 
built up the business for that office. Mr. Steuer- 
wald has a host of friends in Brooklyn who will 
be delighted to hear of his advancement. 

Arthur Berg, who has been Mr. Steuerwald- 
er’s assistant in the Williamsburg office, suc- 
ceeds Nr. Steuerwald as manager. 


manager 








He left for Miami immediately after the news 


of the disaster and remained there several 
weeks. 
Mr. Breen will assume his new duties on 


January 17. 
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C. W. BAILEY HONORED 





Fifty-Year Anniversary With Ameri- 
can Celebrated 





TWO HUNDRED AT DINNER 





John R. Hardin, President of Mutual Bene- 
fit Life and Director of American, 
Is Toastmaster 


On Wednesday of last week at the Robert 
Treat Hotel, Newark, N. J., C. Weston Bailey, 
president of the American Insurance Company, 
was honored at a dinner given by the directors 
and officers of the company in celebration of 
the fifty years he has been in the company’s 
service. Few men are as well-liked and ad- 
mired in fire insurance circles as Mr. Bailey, 
and at the dinner were two hundred guests, 
among whom were not only all the officials and 
staff of his own company, but officers of other 
insurance companies, business men and men in 
other walks of life. 

The toastmaster was John R. Hardin, presi- 
dent of the Mutual Benefit Life Insurance 
Company and a director’ of the American. 
Among the speakers, who were generous with 
their tributes, were: The Rev. Dr. Clarence 
Hall Wilson, pastor of the Glen Ridge, N. J., 
Congregational Church; Edward D. Duffield, 
president of the Prudential Insurance Company ; 
Whitney Palache, United States Manager of 
the Commercial Union Assurance Company, and 
Frederick Hoadley, secretary of the American. 
The last, as representative of the many em- 
ployees of the company, gave Mr. Bailey a 
book in which was engrossed an appreciation 
signed by 5096 directors, officers and managers 
of the home and field forces. 

Mr Bailey replied, telling how he started 
with the company as an office boy and of his 
progress up the ladder of success. He spoke 
affectionately and in glowing terms both of 
some of the officers and directors of former 
days and of the present, giving credit for the 
growth and splendid success of the company 
to his associates in home office and field. 

Mr. Bailey was bon in Newark, January 20, 
1861, and obtained his early schooling in the 
public schools and the old Newark Academy. 
At fifteen, he became an office boy in the 
American’s office and received a monthly salary 
that an office boy of to-day wouldn’t consider 
a weekly stipend—$s5. Then he became a re- 
corder of policies, a map clerk, examiner, 
agency superintendent and in 10906 assistant 
secretary, secretary in 1900, vice-president in 
1914 and in 1918, at the death of his predecessor, 
P. L. Hoadley, president. He is also presi- 
dent of the Columbia Fire Insurance Company 
of Dayton, a director of the Mutual Benefit 
Life, on the Board of Managers of the Security 
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Savings Bank of Newark, a director of the 
Glen Ridge Trust Company and of the Un- 
derwriters Salvage Company. He is also presi- 
dent of the Eastern Automobile Underwriters 
Conference and is on the laws committee of 
the National Board. 


C. A. LUDLUM TOAST= 
MASTER 


Will Preside at Blue Goose Dinner 
January 6 








MANY GUESTS TO BE PRESENT 





Fire and Casualy Executives to Attend— 
Speakers and Entertainment of the 
Best 

The New York Pond of the Ancient and 
Honorable Order of the Blue Goose looks for- 
ward to giving one of the biggest and most 
interesting dinners that the winter of 1926 and 
1927 will see. The affair will be held at the 
Waldorf Roof on Thursday evening, January 
6. Clarence A. Ludlum, vice-president of the 
Home Insurance Company, of New York, will 
be toastmaster. Mr. Ludlum is noted for a 
remarkable vocabulary and the brilliant and 
witty way in which he makes use of it. 

Herbert Adams Gibbons, writer on interna- 
tional affairs, Helen Davenport, author, and 
Horace Liveright, famous publisher and the- 
atrical producer, will be among the speakers. 
Ben Bernie’s orchestra will furnish the music. 

Another speaker will be Major George P. 
Putnam, who will tell of his experiences in 
the Arctic during his recent expedition. His 
talk will be illustrated. Helen Sheridan of 
the Philadelphia Opera Company, and Lieut. 
Fitz-Rice, Canadian war song composer, will 
help with the entertainment. 

The Blue Goose has invited 
athletes who are active in insurance to be its 
guests. These include Elmer Oliphant, West 
Point football star; “Big Andy” Andrews, 
former Yale football player; Francis Ouimet 
and Oswald Kirkby, golfers; “Andy” Coakley, 
former pitcher of the Athletics; Nelson M. 
Way, former Yale pitcher; J. Watson Webb, 
polo player; Vincent Richards, tennis crack; 
G. Foster Sanford, football coach. 

James A. Beha, Daniel F. Gordon and Ter- 
rence Cuneen will represent the New York 
State Insurance Department. 

Among the fire insurance executives who will 
attend the dinner are: Wilfred Kurth, presi- 
dent, National Board; C. W. Bailey, president, 
American of Newark; Bernard M. Culver, vice- 
pres‘dent of the Niagara, and president of the 
Drug and Chemical Club; Ernest B. Boyd, 
manager of the Yorkshire; Paul L. Haid, Wil- 
liam Quaid and H. E. Maxson, America Fore; 
W. E. Mallalieu, National Board; C. W. 


some famous 


Higley, Montgomery Clark and J. G. Hollman, 
Hanover; R. P. Barbour, United States attor- 
ney, Northern Assurance; H. N. Kelsey, Lon- 
don and Scottish: J. M. Wennstrom, Svea; 
William Mackintosh, Royal: Sumner Rhoades, 
Fire Insurance Rating Organization; J. R. 
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Sound Insurance far overa Century. 








FircMssociation of Philadelphia 











Founded 1817 


The Reliance Ins. Co, Philadelphia 


Capi tal $ 3,000. 000." 











Founded 1841 


Lapital $1000.080.~ 














Vielor Insurance Co, Philadelphia 


Tounded 1919 


Lapitalt 1,000,000 





Constitution Jndemnity (s, Philadelphia 


Founded 1926 
Home Office: 4thand Walnut Street, Philadelphia, 


L£apital $1000.00 
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Fidelit y and Sure ty Thonds, 








Moore and C. R. Lamont, Auto. Conference. 
One of the felicitous features of the dinner will 
be the presence of a number of casualty execu- 





CLARENCE A. LuDLUM 


tives and association officers as special guests 
of the fire insurance men. 
be A. Duncan Reid, who is crganizing the 
new Casualty Executives Associat:on; Ruther- 
ord H. Towner, surety rater; Jesse S. Phillips, 
president, and G. F. Michelbacher, vice-presi- 
Great 


Among these will 


dent of the American 


Spencer Welton, president of the New York 


Indemnity ; 
Indemnity; John McGinley, manager of the 
Travelers; John S. Turn, manager, A“tna Life; 
I’, Robertson Jones; E. A. St. John, presi- 
dent of the International Association of Casu- 
alty and Surety Underwriters; Edson S. Lott, 
president of the United States Casualty; Eugene 
I’. Hord, vice-president, Accident ; 
George H. Hayes, Union Indemnity; John A. 
Griffin, president of the Surety Underwriters 
York; Neilson 
vice-president, Constitution Indemnity ; Vincent 
Cullen, manager, Fidelity and Deposit; Floyd 
N. Dull, manager, Commercial Casualty; 
Walter H. Bennett and Frank L. Gardner, Na- 
tional Association of Insurance Agents; E. M. 
Allen, National Surety; T. J. Grahame, Globe 
Indemnity. 


Standard 


Association of New Sterling, 
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Friendly and Hostile Fires 

The following inquiry was received from 4 
Pennsylvania agent, under recent date: 

A policyholder holds a fire insurance policy 
for household goods in a company. He was 
at home, sitting in a chair, reading a maga- 
zine. While smokng his pipe, a spark from 
his pipe ignited the coat of his suit and sam 
burst forth into flame, burning a large hole ip 
the coat. Is he entitled to collect any damages 
from the insurance company? Is this a valid 
and legal claim or is a claim such as this no 
covered under this policy? 

The question involved is whether the fire was 
a friendly or a hostile one. Under the facts 
the fire was one which left the seat of its origin 
and hence comes under the definition of a hox 
tile fire. As the fire was a hostile one, and an 
actual flame existed, recovery can be had on the 
policy. 

Fire Insurance Inspection and Underwriting 
by Charles C. Dominge and Walter O. Lincoln, 
at page 376, states, in part: 

The insurer is not liable for losses caused 
hy friendly fires—hence, a fire in a stove, grate 
or furnace, no matter how intense it may be 
come, or the flame of a lamp, oil stove or gas 
jet, no matter how high it may rise, so long 
as it is confined to the place where it is in- 
terded to he, is not a fire within the meaning 
of a fire insurance contract. <A fire of this 
nature is denominated “friendly” as dis 
tinguished from hostile, and any loss caused by 
smoke, heat or soot from such fire or by the 
hurning of property therein, is not covered by 
the policy. (If, however, such friendly fire ex- 
tends beyond the place intended and_ provided 
for it, and cause ignition outside its proper 
limits, there is at once an independent fire, 
fortuitous in its origin. and hostile in its na 
ture, and any loss resulting therefrom, whether 
hy direct burning, smoke or heat, comes with- 
in the protection of the policy.) 


Eastern Underwriters Association Holds 
Dinner 

Tuesday evening the members of the Eastern 
Underwriters Association held a dinner in New 
York city. The digner was attended by a large 
representation of high fire insurance exect- 
tives. 

A meeting of the Association was held Wed- 
nesday. 
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ALFRED G. MARTIN RETIRES 
Has Been Forty-Two Years With Northern 
Assurance Company of London 

R. P. Barbour, United States manager of 
the Northern Assurance Company, Ltd. of 
London, announces that Alfred G. Martin 
will retire from his position as manager of the 
company’s New York department on January 1, 
1927; having reached the age of voluntary re- 
tirement after an association of forty-two years 
with the company. J. V. Lane, assistant man- 
ager, will have underwriting supervision of the 
Middle and Southern departments, and J. D. 
Erskine, general agent, will supervise the busi- 
ness of the Eastern department. 

Mr. Martin joined the Northern when a 
young man, and rose through various depart- 
ments in the office, becoming a special agent 
in 1893 and representing the company in the 
New York and Pennsylvania field for many 
years. In 1908 he was promoted to an execu- 
tive position and in 1920 was made manager of 
the New York department ,embracing the East- 
ern, Middle and Southern States, from which 
position he is about to retire. Mr. Barbour 
expresses regret because of Mr. Martin’s re- 
tirement, but, with his many friends, hopes 
that he will fully enjoy the leisure earned by 
many years of service with the company. 


C. L. Corbet Promoted 

C. L. Corbet has been appointed agency su- 
perintendent by H. T. Cartlidge, manager of 
the Western Department of the Liverpool and 
London and Globe at Chicago. Since 1922, 
Mr. Corbet has been in the Indiana field for 
the company, both as special and State agent. 
He was graduated from Cornell in 1915 and 
subsequently was with the Western Actuarial 
Bureau, Law Union & Rock in Indiana, then 
with the Air Service during the War, after 
which he became Ohio branch manager of the 
Underwriters Service Association. 


National Board Building Pays First 
Dividend 

A dividend of 3 per cent was declared last 
Thursday at a meeting of the directors of the 
National Board of Fire Underwriters’ Build- 
ing Corporation. This dividend is payable im- 
mediately to stockholders of record December 
153. This corporation built and owns the Na- 
tional Board Building at 85 John street, New 
York. 


N. F. P. A. to Meet in Chicago 

Cuicaco, Itt., December 20.—The 1927 meet- 
ing place of the National Fire Protection Asso- 
ciation, originally fixed for Memphis, Tenn., 
has been changed to Chicago. The dates fixed 
are May 9 to 12. 

Explains New Policy 

The New York office of the Automobile In- 
surance Company of Hartford has sent out 
circulars explaining the new personal effect 
floater policy recently adopted by the Tourist 
Floater Conference, of which the Automobile 
is a member. 


Cuban Insurance Arbiter 

(Concluded from page 3) 
capable of stepping into the midst of the Cuban 
rate war, and with unbiased judgment take 
command for the good of all. He must be a 
man with unimpeachable character, a man of 
wealth and receiving a salary: which should 
place him in the minds of the suspicious be- 
yond the likelihood of accepting a bribe. 

A tremendous obstacle until recently ahead of 
this man—and from all reports it seems almost 
a certainty that Porfirio Franka will be the 
man—has already been removed a few months 
ago in the quashing of an insurance bill before 
the House of Representatives in Havana, filled 
with discriminations in favor of local Cuban 
companies. If it had gone through, conditions 
for American and British insurance companies 
would have been almost intolerable. This bill 
was little less than an attempt at rehashing the 
old Mexican Insurance Law, some of the fea- 
tures of which were that foreign companies 
dcing business on the Island should carry much 
larger reserves, and that these reserves should 
be deposited in the vaults of the National 
Treasury in cash or in Cuban national bonds; 
also that all insurance brokers must be local 
brokers. 

However, Senor Franka is not to be envied 
the work that apparently awaits him, and he 
will earn every penny of the large salary this 
position calls for. The situation confronting 
him is this: The big business in the Island is 
heing written by the American-admitted com- 
panies, the British-admitted companies and the 
Cuban non-admitted companies, which are com- 
panies backed either by American or British 
capital, but not included in the membership of 
the Havana Tariff Association. La Cubana is 
the only native fire insurance company capable 
of carrying a really big risk. The other Cuban 
companies function more or less in a broker’s 
capacity. The big prizes are the huge sugar 
interests, and these concerns know this to the 
extent that they almost dictate their own rates. 
They have laughed at the Havana Tariff As- 
sociation’s protests and continue to bargain for 
their insurance, when they don’t come out flatly 
with what they are willing to pay. This has 
resulted in the reduction of rates as much as 
forty per cent from what they were a few years 
ago. Nearly all the big business is written on 
a three or five years’ basis. The companies’ 
overhead eats up a good thirty per cent of what 
they take in. Fires have been steadily on the 
increase. Companies not having very large in- 
comes are having a sorry time of it. In the 
meanwhile two large British companies and one 
prominent Amer‘can company, we are iold by 
excellent authority, urge on this rate slashing, 
with sanction from their home offices. 

A prominent American agent spoke with bit- 
terness against Lloyds of London. He said 
that they will accept any rate at which a risk is 
offered by another company, providing the com- 
pany will write about ten per cent of the 
amount in what is known as a “warranty pol- 
icy.” Lloyds and the British companies, ac- 
cording to this agent, are quite satisfied with 
the rate slashing, apparently regarding three- 
and five-year premiums as good gambles. 
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Any sort of co-operation between companies 
at present is at a standstill. Some time ago 
an attempt was made to establish a sort of 
clearing house of experience data. A few com- 
panies reported, but there was nothing pertain- 
ing to the dollars of premiums paid, losses and 
expenses. 

Other matters besides rates that need 
straightening out in Cuba are commissions, 
brokerage and legislation. Workmen’s com- 
pensation insurance needs some proper bolster- 
ing lest it shall reach the stage in which fire in- 
surance now finds itself. 

Considerating the above condition it can 
well be appreciated that the choosing of the 
proper man to step in and “clean house” has 
been no easy matter. Porfirio Franka now has 
the spotlight fully on him—who is he and what 
has he done? 

Franka comes from an old and esteemed 
family in Cuba. He is a hard, conscientious 
worker, educated in the business methods of 
the North and free from the dilatoriness so 
often found in the Land of Manana (To- 
morrow). He has held important official posi- 
tions with the National Bank of Cuba and the 
National City Bank of New York. During 
the sugar crisis of 1920 he was on the Sugar 
Tariff Commission, supervising the regulation 
of prices, and his keen judgment and ability 
did much for his country. During this crisis 
the National Bank of Cuba closed down, and 
later, when it started up again, the guiding 
hand of Franka was back of it. Franka, now 
about forty-nine, enjoys the confidence of all 
business people, and the high regard in which 
he is held by those who know him in the 
United States is well exemplified by what 
James P. Monahan, a vice-president of the 
Chatham and Phenix National Bank of New 
York, said: “Franka is an exceptional man, 
and I think everybody who knows him will 
say the same thing. Nobody can say any- 
thing but the best about him.” 


Automobile of Hartford Appoints Walter 
Samet as Manager 

The Automobile Insurance Company has com- 
pleted arrangements for the establishment of a 
Cook county department at Chicago, and has 
secured Walter Samet, formerly of the Amer- 
ica Fore group, as manager. 

In making this announcement to-day, Vice- 
President Alfred Stinson said that Mr. Samet 
would have jurisdiction over all underwriting 
done by the company in Cook county. 

For the past eight years Mr. Samet has been 
in charge of the Cook county underwriting de- 
partment of the America Fore group. Prior 
to that he was chief underwriter in the Western 
department office at Chicago for the West- 
chester Fire Insurance Company. 


—In Canada, the aggregate fire loss in November 
last, as computed by the Monetary Times, was $2,188,- 
500, compared with $2,806,200 in November, 1925. The 
loss in October last was $1,048,100. 

—Ricumonp, Va., December 18.—The General Re- 
insurance Corporation of New York has been admitted 
into Virginia by the Bureau of Insurance. 
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PLAN FIRE INSURANCE SCHOOL 
committee Negotiating With Columbia 
and New York University 
A school for insurance executives. Already 
4 committee of fire underwriters in New York 


city are negotiating with the business schools 


of Columbia and New York Universities to ar- - 


range for scholarships to cover the expenses of 
4 thorough training in fire insurance for young 


men. This has been successfully carried out. 


in Chicago, the young men taking the course 
at Northwestern University School of Business. 

On the New York committee are: Charles 
L. Tyner, president of the Home, chairman; C. 
F. Shallcross, U. S. manager of the North 
Britsh and Mercantile, and Edward R. Hardy, 
assistant manager of the New York Fire Ex- 
change. This committee was appointed at a 
meeting held on November 12, at which a dozen 
executives attended to hear the details of the 
Chicago plan. 

In Chicago, students selected by a number of 
companies, are given 25 scholarships covering 
two-year courses at Northwestern University. 
These scholarships cost the companies about 
$250 a year per student. The students spend 
half of each day working in the insurance of- 
fices, the balance at the University. During 
the vacation periods the students work for the 
insurance companies, receiving salaries agreed 
upon in advance. The students agree to work 
for two years for the companies which have 
paid their scholarships, or to repay the cost of 
these scholarships. These future young ex- 
ecutives are high school graduates and are se- 
lected by a committee of men connected with 
company organizations and not with individual 
companies. High school record, character, per- 
sonality and other qualifications play an im- 
portant part in the selection. There is no fa- 
voritism or pull, the plan being devised to get 
good material for future field men and execu- 
tives. 


When the New York committee has learned 
what the two universities have to offer, a gen- 
eral meeting of high executives will be called 
to put the plan into effect. 


Film Fire Prevention Pictured 


J. S. MacLeod, of the Metro-Goldwyn-Mayer 
Distributing Corporation, has written the 
scenario of a two-reel film—“Reel Exchange,” 
designed to demonstrate the need and impor- 
tance of fire prevention work in the motion pic- 
ture industry. The picture in question, which 
tells the wrong and the right way of receiving 
film, inspecting, storing and shipping it, has 
been prepared for exhibition before employees 
of branches of the corporation in key cities in 
the United States and Canada. Along with 
the picture, brief addresses on fire prevention 
and safety will be made by Film Board of 
Trade, State and municipal officials, and men 
prominently associated with the fire prevention 
and safety movements. 


PROTECTION A NECESSITY 
Civic Leaders Set Pace for Local Agents 
in Automatic Sprinkler Field 

After fire destroys a big mercantile or 
manufacturing plant, it is quite the usual thing 
for newspapers to quote the fire chief, the State 
fire marshal, and others charged with the pro- 
tection of life and property. In recent years 
statements have been more and more 
along these lines: 

“The fire would not have been so disastrous 
if the officials of the so-and-so company had 
followed my suggestion that they install auto- 
matic sprinklers. I had mentioned to them the 
necessity of sprinklers more than once during 
the past year, and warned them of the possible 
results of neglect.” 

In making such statements, the fire chiefs 
and marshals are not trying to alibi themselves. 
They actually have made such recommendations, 
and are continuing to make them so frequently 
these days that public officials everywhere are 
doing all they can to encourage the installation 


their 


of sprinkler equipment. 

Just recently in Chicago, for example, the 
city council lost no time in “killing” an ordi- 
nance which proposed to impose charges on 
buildings which had sprinkler systems con- 
nected with the city water mains. The safety 
of Chicago’s created wealth is much more im- 
portant than the revenue from such a water 
tax, said one of the councilmen. “Automatic 
sprinkler systems have saved so many blocks 
of improved property, and so many successful 
businesses, that any measure that tends to 
make such protection more costly is absolutely 
against public policy. That’s why the ordinance 
was killed.” 

Likewise merchants, manufacturers, and lead- 
ing business men in many cities are joining 
with their chambers of commerce in demanding 
that automatic sprinklers be installed in prop- 
erties which they regard as “fire menaces.” 
With. no plank in their platform save “civic 
safety,” they are getting tangible results in 
co-operation with fire and city officials—such 
striking results, in fact, that it is hard to un- 
derstand why local agents are not more wide 
awake to their obligations and opportunities in 
this direction. 

Never mind, for the moment, such things as 
civic safety and the agent’s obligations to his 
city. Outside of public service, there are busi- 
ness facts which directly affect his commis- 
sions because they directly affect the proper- 
ties in his town not yet equipped with automatic 
sprinklers. 

Close to $1,500,000,000 of fire insurance values 
changed last year from the “unprotected class” 
to the protection afforded by automatic sprink- 
lers. Of this staggering total the non-stock, 
non-agency companies wrote between $400,000,- 
ooo and $500,000,000. That is, they secured 
a third of the business, whereas such companies 
carry less than a fifth of the total fire insur- 
ance in the United States. Or stating it dif- 
ferently, the “mutuals” beat the stock com- 
pany agents nearly “two to one” in the matter 
of landing risks newly sprinklered. 
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LOGGING UNDERWRITERS MEET 

Inspection and Survey Work Expected to 
Put Business on Profitable Basis 

San Francisco, CAt., December 18.—The 
Logging Insurance Underwriters Association 
held its annual meeting in San Francisco De- 
cember 15. It was organized in April of this 
year for the purpose of underwriting the log- 
ging industry in the Pacific Northwest in the 
hope that it could be put on a profitable basis. 
In view of the figures showing that half the 
losses were caused by black fuse the Associa- 
tion has adopted a new clause for the policy 
which, it is expected, will eliminate this cause 
entirely in the next season. The organization 
also voted to add another inspector and to 
adopt a warranty which will compel the op- 
erators to close down when the humidity falls 
below a certain percentage. 

The Supervisory Committee, which is headed 
by. W. H. Gibbons of the Edward Brown & 
Sons general agency of San Francisco, re- 
ports that the next season should show the 
fruits of the inspection and survey work done 
during the past few months, and it is optimistic 
for the future. Without the organization, 
underwriters say, it would have been neces- 
sary to prohibit the class, but the work of the 
past few months has indicated that their first 
thoughts that the business could be stabilized 
and improvements made to justify the con- 
tinuance of the class of business have been 
proved. 


Cook County Field Club Elections 

Cuicaco, Intzt., December 20.—Officers who 
will guide the affairs of the Cook County Field 
Club for the next year, who were elected at 
the annual meeting, include the following: 
President, Walter Pultz of the Niagara Com- 
pany; vice-president, G. A. Mavon of the 
company bearing his name; secretary-treasurer, 
D. F. Spencer of the Star (re-elected); F. A. 
Cramsie of Trobaugh Cramsie & Co., and L. 
Hirschberg of the Firemens of Newark, suc- 
ceeded Walter Sheldon and Joe Cooper on the 
directorate. 

The club membership now is one hundred 
and 1926 was the most successful.of the twelve 
vears of club history, F. A. Ferguson, retiring 
president, reported. 


The Underwriter’s Book of Forms 

The Weekly Underwriter has issued the 
eighth edition of the Underwriter’s Book of 
Forms, which succeeded to Hine’s Book of 
Forms. The current edition embraces some 200 
forms for use in writing fire insurance and 
allied coverage, including both new forms and 
revised forms originated in previous years but 
now brought down to date to meet changed 
conditions as to hazards, trade customs, indem- 
nity desired by the property-owner, etc. The 
book is thoroughly indexed and is bound in 
flexible cover. It sells at $5.00 per copy and 
may be ordered through The Spectator Com- 
pany. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 


Assets - - - - $4,700,216.33 
Capital - - - - 750,000.00 
Surplus - - - -  1,001,125.89 
Voluntary Catastrophe Reserve 500,000.00 
Reserves - - - -  2,449,090.44 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 























Eastern Department 
100 MAIDEN LANE 
NEW YORK 


Executive Offices 
UNION INDEMNITY BUILDING 
NEW ORLEANS 
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: ae for Yourself 


LL of us some time or 

other wished to en- 

ter business for ourselves. 
Perhaps we have had the 
opportunity but lacked 





the courage to venture, 
Top Contracts Opportunity is Ringing 
Available in YOUR Doorbell 
y= on ere . 
rizona issou he National Life Asso- 
a + ag ciation offers you the un- 
Colorado North Dakota limited opportunities of 
orlda ljahoma a good paying business of 
Iden South Dakota your own. In Illinois a 
Iinois Tennessee National Life salesman 
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Kentucky which over a spread of 
98 months has averaged 











$30,058.00. 


A number of National Life salesmen have increased their 
earning ability by 50% through the National Life’s popular 
low-cost policies. This same opportunity is possible to you 
through a National contract. Correspondence invited. 


AGENCY DEPARTMENT 


NATIONAL LIFE ASSOCIATION 


Home Office: Des Moines, Iowa 
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Jefferson Standard 
LIFE INSURANCE CO. 


Home Office Building 


has some excellent 
territory open 


If Interested, Write 
JULIAN PRICE 


President 


Insurance in Force Over 
$265,000,000 








HARPER’S LIFE INSURANCE LIBRARY 


Edited by 
Joun A. StEvENSON, Second Vice-President, Equitable Life Assurance Society 
of the U. S. 
AND 
Grirrin M. Lovevace, Third Vice-President, New York Life Insurance 
Company: formerly Director, Life Insurance Training Course, New York 
University 
Endorsed by 
The National Association of Life Underwriters and 
The Life Underwriters Association of Canada 
LIFE INSURANCE FUNDAMENTALS 
By Gritfin M. Lovelace. Presents the theory and practice underlying life insurance. 
The aim is to equip the urderwriter as a competent counselor as well as salesman. 
Price, $3.25. 
SELLING LIFE INSURANCE 
By John A. Stevenson. Presents the most modern and effective practices in ife 
underwriting. Price, $3.50. 
ANALYZING LIFE SITUATIONS 
By Griffin M. Lovelace. Shows the underwriter how to analyze individual needs 
of his clients. The Case Method is employed. Price, $2.25. 
PSYCHOLOGY OF SELLING LIFE INSURANCE 
By E. K. Strong, Jr. Explains the psychological principles of underwriting in non- 
technical language. Price, $4.00. 
MEETING OBJECTIONS 
3y Jchn A. Stevenson. Prepares the underwriter to meet the objections with which 
he is at one time or another confronted. Price, $1.50. 
HOUSE OF PROTECTION, THE 
By Griffin M. Lovelace. Enables the underwriter to advise bis client how to obtain 
adequate protection. Income insurance is thoroughly discussed. Prices, $1.50; 
Flexible Edition, $2.00. 
LIFE UNDERWRITING AS A CAREER 
By Edward A. Woods. Answers the questions as to what life underwriting offers 
as acareer. Price, $2.25. 
INHERITANCE TAXATION 
By Leon Gilbert Simon. Shows the advantage of life insurance to people of large 
means for use in defraying their inheritance taxes without impairing*the principals 
of their estates at death. Price, $5.00. 


THE SPECTATOR COMPANY 
Selling Agents 





CHICAGO NEW YORK 

















Comm 
Grad 
The 

and Su 

held at 
week. 
last ve 
dent ot 
now pr 
F. H 

Indemr 

meeting 

Board, 

in New 

His ret 

speeche 

bacher, 

Indemr 

Norwic 

preside: 

W'llian 

States 

Grahan 

Boiler, 
Great 

that th 

work 
in the ¢ 

them t« 

out edt 

mately 

A co 
ter anc 
commo 
conditic 

Richar« 

land C 

him are 

Mr. Hz 

Compa 


Cha 

Char’ 
of the 
ark, N. 
resigne: 
been vii 
interest: 
in New 


Und 
The 
Milwau 
capital 
Kambe 





ursday 


SS 


Or 
n- 
es. 
he 
ed 








December 23; 1926 


THE SPECTATOR 














——— 


Casualty, Surety and Miscellaneous 








DINNER MEETING 


Casualty and Surety Agency Execu- 
tives Hold Third Quarterly 
Session 


F. H. KINGSBURY WAS CHAIRMAN 





Committee Selected to Interest College 
Graduates in Opportunities of Business 
The third quarterly dinner of the Casualty 

and Surety Agency Executives Association was 
held at the Hotel Astor, New York city, last 
week. This is the organization that was formed 
last year by Spencer Welton, then vice-presi- 
dent of the Fidelity and Deposit Company, and 
now president of the New York Indemnity. 

F. H. Kingsbury, vice-president of the Globe 
Indemnity Company, acted as chairman of the 
meeting ; and the principal speaker was Samuel 
Board, director of the Yale Placement Bureau 
in New York, who talked about “Man Power.” 
His remarks were followed by extemporaneous 
speeches on the same subject by G. F. Michel- 
bacher, vice-president of the Great American 
Indemnity Company; F. P. Stanley of the 
Norwich Union Indemnity ; Tom Graham, vice- 
president of the Globe Indemnity Company ; 
W'lliam Edgar, vice-president of the United 
States Fidelity and Guaranty Company; J. J. 
Graham, vice-president of the Hartford Steam 
30iler, and others. 

Great interest was manifested in the proposal 
that the organization seriously undertake the 
work of interesting capable college graduates 
in the casualty and surety business and enabling 
them to take advantage of a carefully thought- 
out educational plan which will fit them to ulti- 
mately hold responsible positions in those fields. 

A committee was appointed to study the mat- 
ter and see what can be done to work out a 
commonsense plan of procedure for bettering 
conditions. The chairman of this committee is 
Richard Thompson, vice-president of the Mary- 
land Casualty Company, and associated with 
him are Mr. Stanley of the Norwich Union and 
Mr. Hallowell of the 7“tna Casualty and Surety 
Company. 


Charles Niebling Elected President 

Charles Niebling has been elected president 
of the Bankers Indemnity Company of New- 
ark, N. J., to succeed John H. Conover, who 
resigned in September last. Mr. Niebling has 
been vice-president of the company, and is also 
interested in a number of financial institutions 
in Newark. 


Underwriters Casualty Company Ready 
The Underwriters’ Casualty Company of 
Milwaukee is now organized with a paid in 
capital and surplus of $200,000. Elmer H. 
Kambe and J. E. Rasmussen are the principal 


organizers. The company will write a five- 
point policy under a reinsurance agreement 
with the Importers & Exporters of New York 
and will operate only in Wisconsin for the 
present. 


COMMONWEALTH ACCIDENT’S 
ELECTION 
S. R. Thomas Made President—William 
McCullum Is Vice-President and 
General Manager 

Littte Rock, ArK., December 20.—Officers 
of the Commonwealth Accident Insurance of 
Little Rock announced recently include S. R. 
Thomas, local automobile agency head, as presi- 
dent, and William McCallum, vice-president. 
The new company was organized December 4, 
and capitalized at $50,000. It will handle the 
health and accident policies formerly handled 
by the Commonwealth Life Insurance Company, 
of which Mr. Thomas was a large stockholder. 

Other officers elected were: John A. Gos- 
nell, secretary, formerly president of the Com- 
monwealth Life Company, and Hugh Branson, 
treasurer, president of the Arkansas Valley 
Bank at Fort Smith and treasurer of the Com- 
monwealth Life Company. 

The new and old companies will be under 
the same management, but will be separate 
corporations, it is announced. They are lo- 
cated on the ground floor of the new Donaghey 
building. Mr. McCallum will serve both com- 
panies as general manager. 


“FREE” INSURANCE 
Statement Issued by New York Superin- 
tendent 

James A. Beha, Superintendent of Insurance 
for New York, has issued the following state- 
ment regarding “free” insurance: 

In connection with the current agitation re 
“free insurance” a number of inquiries are 
heing received from brokers for copies of the 
Superintendent’s ruling pertaining to earned 
premium charges with details as to effective 
data, etc. 

This department has issued no ruling in this 
matter. No ruling should be necessary. The 
procuring or accepting or granting of free in- 
surance in itself constitutes a violation of the 
rebating and anti-discrimination laws. 

This department has required of both fire 
and casualty companies the monthly filing of 
certain data concerning uncollected earned 
premiums, including the names of brokers. 
The resultant filings will be classified by 
hrokers accounts for department purposes, but 
I desire to make clear that the department is 
making no new rulings or requirements as 
regards brokers. 

Constructors Bonding May Be Formed 

The Associated Contractors of 
America plan to organize the Constructors 
Bonding Company with a capital of $1,000,000 
and an initial surplus of $1,500,000. 
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General 


WANTS STATE OPERATION 


California Commission Recommends 
Monopolistic Compensation Fund 


CLAIMS IT WOULD LOWER RATES 


Says Inspections Would Then Be Remedial 
Instead of Rate-Making 

The California Industrial Accident Commis- 
sion has recommended the establishment of a 
monoplistic workmen’s compensation insurance 
fund to the governor of that State. It declares, 
in its report, that such a State fund would 
cause the substitution “of inspections designed 
to make industry safe for employment, under 
full State authority and compulsion, for the 
thousands of inspections now being made pri- 
marily for rate-making, premium-reducing pur- 
poses.” The claim is also made that rates to 
the employer would be lowered and that em- 
ployees would receive additional benefits. 

California now has a competitive State fund, 
and the Commission does not cloak its intentions 
by saying that the establishment of a State 
monopoly is “The next logical forward step: 
toward the ultimate, pre-ordained destiny of 
the fund.” The California law at present re- 
quires insurance in either the State fund or 
private carriers. 4 


Dealing with the work of the existing Cali- 
fornia fund, the Commission says: 


The fund has more than justified its exist- 
ence. Despite its restriction to a competitive 
field it has been more than self-supporting. It 
has written insurance at competitive rates and 
has returned to its policyholders refunds that 
have for several years averaged 30 per cent of 
the premiums originally paid. These refunds 
aggregate over $11,000,000. The fund has paid 
into the accident prevention fund a total of 
$029,986.50, such payments being in lieu of, and 
comparable to, tax payments made annually 
to the State by commercial insurance carriers. 
In addition, it has built up a reserve fund 
for the possible “rainy day” in excess of $2,- 
000,000. In view of this splendid record the com- 
mission feels that it is entirely reasonable to 
propose that the fund be stripped of its competi- 
tivé chains and that it be given a monopoly of 
workmen’s compensation coverage in this State. 


Incorporators of Atlantic Surety and 
Indemnity 

Incorporators of the Atlantic Surety & In- 
demnity Corporation, now being formed in 
New York city, to do fidelity and surety busi- 
ness with an initial capital of $375,000, are: 
Abraham H. Kesselman, Louis Kesselman, 
Sydney G. Harnett, Matthew H. Harnett, 
David F. Price, Eugene C. Gotimer, J. Vincent 
Labate, Tobias Zwerdling, Solomon S. Zwerd- 
ling, Robert E. Matoozzi, Annie Zwerdling, 
Theresa Zwerdling, and Sadie Kesselman. 
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RULES ON RESERVES 


James A. Beha States Minimum 
Standards on Non-Cancellable 

Accident and Health Covers 
RATE OF INTEREST TO BE 3% PER 
CENT 


Mandate Applies to Valuations for 1926 
and Subsequent Years 

James A. Beha, Superintendent of Insurance 
for New York, has issued a ruling on reserves 
for non-cancellable accident and health policies 
following the hearing held in his office on 
December 8. The maximum rate of interest in 
calculating these reserves shall be 3% per cent, 
but the ruling does not cover notices of claims, 
resisted claims, claims where liability of the 
company cannot be yet determined or claims in- 
curred but not reported. The bases laid down 
by the superintendent are minimum standards 
and Mr. Beha remarks that “the 
experience of many companies will doubtless re- 


cogently 


quire that they set up reserves in excess of the 
prescribed minimum.” The ruling made by 
Mr. Beha is, practically in full, as follows: 

I have decided to prescribe the following 
basis for the 1926 and subsequent years’ valua- 
tions : 

(a) Reserves on active lives. 

The minimum reserves, including the un- 
earned premium reserve, to be the same as those 
prescribed in my circular letter of March 2, 
1926, namely, reserves based on Hunter's table 
increased, in case of waiting periods of less 
than six months in such a manner as the comm- 
pany’s calculations justify, to cover the cost 
of disability of less than six months’ duration. 
One company’s experience indicates that on 
policies expiring at age 60, the following addi- 
tions should he made to reserves on the basis of 
Hunter's table: 


Per Cent 
NO WalliNne. PETIOPS ¢..5sicces cers ascee 80 
2 weeks’ waiting period.............. 50 
13 weeks’ waiting period.............. 13 


If coverage extends beyond age 65, additional 
reserves must he set up to cover such benefits. 

(b) Reserve on disabled lives. 

Claims reserves based on Hunter’s Table of 
Mortality among disabled lives, with the ex- 
ception that in case the period between the 
date of disability and the date of valuation is 
less than 27 months the reserve shall be equiva- 
lent to the prosnective payments for a period 
three and one-half times as long as this period 
of disability (or Hunter’s reserve, whichever 
is the smaller): provided that in no case shall 
the reserve be less than the equivalent of 7 
weeks’ clatm payments. 


Casualty and Surety Convention to Be at 
White Sulphur Springs on September 
27, 28 and 29 
F. Robertson Jones, secretary and treasurer 
of the International Association of Casualty 
and Surety Underwriters. has announced that 
the seventeenth annual convention of that body 
will be held at the Hotel Greenbrier, White 
Sulphur Springs, W. Va., on Septeuber 27, 
8 and 29, 1927. As in the past, the National 
Association of Casualty and Surety Agents 
will hold its convention at the same time and 


in the same place, joint meetings of the two 
organizations being scheduled as well as sepa- 
rate sessions. The decision to return to White 
Sulphur Springs in 1927 carries out the ex- 
pressed desire of the members as voted at the 
meeting there last year. 
JOHN ROBINSON MADE AGENCY 
SUPERINTENDENT 
To Handle Production for Phoenix Indem- 
nity—Other Changes Announced 

The Phoenix Indemnity Company has an- 
nounced the transfer of John Robinson, super- 
intendent of agents for its Pacific Coast de- 
partment, to the home office in New York as 
superintendent of agents for the company. The 
appointment becomes effective on January I. 

Mr. Robinson graduated from Stanford Uni- 
versity and then joined the California Inspec- 
tion and Rating Bureau. Later he went with 
the Phoenix Indemnity’s Pacific Coast under- 
writing department and was made superintend- 
ent of agents there last year. 

Edward W. 
the Chicago branch of the Phoenix Indemnity, 
taking that position before January 1, and will 
supervise business in Illinois, Indiana, Michigan 
and Wisconsin. He has been Cook county man- 
ager for the Zurich General at Chicago for 


Robinson will be manager of 


several years. 

The Phoenix Indemnity has also announced 
the appointment of A. D. Spalding as super- 
intendent of the engineering and inspection de- 
partment at the home office. Mr. Spalding goes 
to the Phoenix Indemnity from the Metropoli- 
tan Casualty and has been in the ranks of the 
Hartford Accident and Norwich 
Union Indemnity and Continental Casualty. 


Indemnity, 


Amsterdam Casualty Considering 
Dividend Increase 


The New Amsterdam Casualty Company is 


New 


considering an increase in its dividend rate fol- 
lowing the statement of President J. Arthur 
Nelson that the year has been a satisfactory one 
for casualty and surety companies as a whole. 
The board of directors meets on January 14. 
Alexander Armstrong, former attorney-gen- 
eral of Maryland, has been made a director. 


Time Insurance Increases Capital by $50,= 
000 Stock Dividend 

The Time Insurance Company of Milwaukee, 
writing accident and health business only, has 
increased its capital stock from $25,000 to $75,- 
000 by a stock dividend of $50,000, transferring 
that amount from surplus to capital account. 
This leaves a net surplus of $48,750. ‘The an- 
nouncement for the company was made by 
President C. G. Traphagen. The Time Insur- 
ance Company has a remarkable record for un- 
derwriting and management, 


Rates Raised 
(Concluded from page 3) 
automobile dealers. This survey is not yet 
complete, but it is expected that within the 
next few months a change of some kind in the 
present rates will be announced. 
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RULING ADVERSE 


Massachusetts Vehicular Board of 
Appeals Decides Against Mary- 
land Casualty 


SAYS COMPANY MUST ACCEPT DE- 
CLINED APPLICATION 


Insurance Men See Dangerous Tendency in 
Such Usurpation of Underwriter’s 
Duty 

A source of great potential 
danger is seen by insurance men in the fact 
that the Massachusetts Board of Appeals, con- 
sisting of Insurance Commissioner Wesley E. 
Monk, Registrar of Motor Vehicles Frank A. 
Goodwin and Assistant Attorney-General Roger 
Clapp, last week handed down a decision which 
practically orders the Maryland Casualty Com- 
pany to insure vehicles belonging to the Ford 
Auto Renting Company of Salem, a “drive-it- 
yourself” concern. 

The auto renting concern applied for insur- 
ance under the State compulsory automobile 
liability insurance law and the Maryland Cas- 
ualty turned down the application. The auto 
firm thereupon appealed to the Board of Ap- 
peals constituted by the new automobile insur- 
ance law and the board’s decision followed. The 
board held that the auto company was a proper 
risk and was entitled to coverage, saying: 

The board finds: First, that the refusal of 
the respondent to issue a motor vehicle liability 
policy to the complainant is not proper and rea- 
sonable; second, that the complainant is a 
proper risk to whom to issue such a policy. 

The Maryland Casualty’s attarney argued 


that the company did not consider “drive-it- 
yourself” cars as satisfactory risks and had not 
been accepting them hitherto. No objection was 
raised on other grounds. Following the ruling 
of the Board of Appeals, the Maryland Casualty 
reserved the right to carry the case to the Mass- 
achusetts Supreme Court. 

It is stated that the Massachusetts vehicular 
Board of Appeals has eight cases assigned for 
hearings this week and that of the eight, seven 
involve taxicab companies, while the eighth is 
another “drive-it-yourself” concern. The oper- 
ation of the Board of Appeals is pointed to by 
some insurance men as a usurpation of the 
underwriter’s functions and a nullification of 
the efforts of the well-managed companies to 
keep their books free from risks which they 
consider unsound regardless of how others may 
view the norticular hazards. 


underwriting 


So far taxicab owners in Massachusetts have 
filed complaints that they could not secure de- 
sired insurance from the New York Indemnity, 
American Automobile, Globe Indemnity, Lon- 
dor Guarantee and Accident and Royal In- 
demnity companies. 


Alfred B. Cockshaw Made Department 
Head 
Alfred B. Cockshaw has been appointed head 
of the burglary department of the National 
Union Indemnity Company of Pittsburgh. the 
announcement being effective on January 1. 
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THAT’S TEAM WORK! 


40 successful sales ideas contributed by 
our agents appear in the current issue of 
Conmutopics, the monthly sales magazine 
of our Field Force. 
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HAT your Yuletide may be a 
flood tide of good cheer and 
well being ... and that your 
New. Year may be bright and 
prosperous, with the daily satisfaction 
of worthy tasks well and successfully 
done: this is the sincere wish of the 
FETNA INSURANCE COMPANY. 
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New Increased Dividend Scale 
Effective January 1, 1927 


New England Mutual Life Insurance Co. 


Boston, Mass. 


This Company is now in the very 
Forefront on Low Net Cost 








HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“fone of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 
ag A. CHASE, President 


- L. TALLEY, Secretary BALTIMORE, MD. 











PUBLICATIONS OF C. & E. LAYTON 


The undersigned are sole agents in the United States for the old estab- 
shed publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches of 
— embrace the most valuable and standard treatises on these sub- 
ec 
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135 WILLIAM STREET, NEW YORK 
THE 
Boston Mutual Life Insurance 
Company 
77 Kilby Street “7%,Company of the — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms.of up-to-date contracts issued, 
CORRESPONDENCE SOLICITED 


Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 














The Second Supplement To The Handy Guide, 1926 


The second supplement to The Handy Guide to Premium Rates, Appli- 
cations and Policies, 1926 edition, has been issued by The Spectator Com- 
pany. This supplement contains new policy forms and premium rates of 
-— prominent companies, thus bringing The Handy Guide fully up to 

ate. 


Copies of this supplement will be supplied to those subscribers to The 
Handy Guide whose names appear on The Spectator Company’s books, 
at 35 cents each, while the price to non-subscribers will be 50 cents. The 
three supplements to the 1926 edition of The Handy Guide will be fur- 
nished to subscribers to that book for $1.00. The Handy Guide, with two 
supplements will be furnished for $4.70 for the plain edition and $5.05 for 


the thumb-indexed edition, sent postpaid on receipt ofgprice. Orders 
should be addressed to 


THE SPECTATOR COMPANY 


INSURANCEEXCHANGE 135 WILLIAM STREET 
CHICAGO NEW YORK 
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ACCIDENT PREVENTION 


Metropolitan Casualty to Extend 


Work in This Field 


PRESIDENT J. SCOFIELD ROWE’S 
STATEMENT 


insurance Companies Can Help Industrial 
Executives Pian Safety Programs 

Prominent among the activities of the Metro- 
politan Casualty Insurance Company, New 
York, for the coming year will be a further 
extension of its educational work in the field of 
accident prevention, according to a recent state- 
ment of President J. Scofield Rowe. 

“Every progressive industrial concern,” said 
Mr. Rowe, “is vitally interested in keeping its 
program of accident prevention abreast of the 
times.” Explaining his views, Mr. Rowe stated: 

The responsibilities of the safety d‘rector in 
any plant have become increasingly great. The 
insurance companies, out of their vast re- 
sources of experience ard analytical study of 
safety work, can be tremendously helpful to in- 
dustrial executives who are either just starting 
to organize for accident prevention or who de- 
sire to amplify and improve a safety program 
already in operation. 


Republic Casualty Requested Removal of 
Name from Treasury Department List 
Regarding the removal of the name of the 

Republic Casualty Company of Pittsburgh 

from the list of companies eligible to write 

bonds under the list of the United States 

Treasury Department, Jos. W. Ward, presi- 

dent of the company, says: 

We requested the United States Treasurv 
Department to temporarily take our name 
from their list along in March of this year. 
This was done for the purpose of being re- 
lieved of certain very disastrous bonds wh'ch 
the company had written. The Treasury De- 
partment wrote us along in August asking 
what we had decided to do about again going 
on the September list. This letter was ad- 
dressed to Mr. J. H. Silliman, who, at that 
time, was very ill and who died on September 
asth. In the meanwhile, the letter not being 
answered, the Treasury Department ordered 
our name striken from the list of approved 
bonding companies. We will probably arrange 
to get back on the list next vear. 





Norwich Union Indemnity Abolishes Pub< 

licity Department as Such 
The Norwich Union Indemnity Company, 
New York, as announced by President H. P. 
Jackson, has decided to abolish its publicity de- 
partment as such. Wallace Miller, publicity 
manager, accordingly resigns and the work of 
the department he headed comes under the di- 
tect supervision of F. P. Stanley, superinten- 
dents of agents, and C. A. Barkie, assistant sec- 
retary. —_— 


Employers’ Group Sends Out Novel Season 
Greetings 
E. C. Stone, United States manager of the 
Employers’ Liability Assurance Corporation and 
president of the American Employers and the 
Employers Fire of Boston, has sent out a 
novel Christmas and New Year message to 
those connected with the companies. It con- 





sists of a greeting in Mr. Stone’s handwriting, 
printed on a letter form which is suitably 
embellished with Christmas candles and a holly 
wreath. 


L. R. SWEZEY to REMAIN AT NEW 
YORK 
W. B. Graham Succeeds Him as Pacific 
Coast Manager for Phoenix Indemnity 
San Francisco, Cautr., Dec. 18—L. R. 
Swezey, vice-president and Pacific Coast man- 
ager of the Phcenix Indemnity Company, an- 
nounced in San Francisco that he was to re- 
main permanently with the home office of the 
Swezey has been in 
He came 


company in New York. 
New York for several months past. 
to San Francisco for a short trip for the pur- 
pose of selecting a Coast manager as successor 
to himself in this capacity. He kas named W. 
B. Graham, member of the executive staff of 
the Pacific Coast office of the Hartford Acci- 
dent and Indemnity Company, who will take 
charge of the Phoenix office on January 1. No 
other changes in the Coast personnel are con- 
templated, but there will be one or two appoint- 
ments at the home office shortly after the first 
of the year, it was said. 

Mr. Swezey became Coast manager about two 
years ago when he succeeded Kenneth Spencer, 
who resigned to become connected with the 
head office of the Globe Indemnity Company. 


Secretary J. A. Hartman Handles New 
York Office of Maryland Casualty 

John A. Hartman, secretary of the Maryland 
Casualty Company of Baltimore, has taken 
charge of the New York office of that com- 
pany following the resignation of W. J. 
Kelly as resident vice-president. John M. 
Richardson continues as manager of the 
branch there. 


Recomes Assistant Resident Manager for 
Standard Accident at Philadelphia 
PHILADELPHIA, PENNA., Dec. 18—Lewis J. 
Farley, of Philadelphia, has just heen made as- 
sistant resident manager of the Standard Ac- 
cident Insurance Company of Detroit, at its 
Philadelphia branch office, of which Fred J. 

Metcalf is manager. 


Norwich Union Employees’ Dance 

Employees of the Norwich Union Indemnity 
and the Norwich Union Fire, New York, held 
a Christmas dance at the Hotel McAlpin in 
that city on Tuesday night of this week. 
Arrangements for the affair were in the hands 
of C. A. Barkie, assistant secretary in charge 
of accident and health, and Miss Elsie Ruppel. 


Zurich Eastern Department Moves 

The Eastern department of the Zurich Gen- 
eral Accident and Liability, which is located at 
New York city under the capable direction of 
Assistant United States Manager John Die- 
mand, has been moved from 45 John street to 
the Insurance Center building at 80 John street, 
that city. 
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GREAT RECORD 
Federal Surety Had Good Year 
VOLUME INCREASED 35.08 PER CENT 


Will Transfer $435,000 to Surplus—To 
Reincrease Capital Later 

The Federal Surety Cémpany of Davenport, 
Ia., through Vice-President and General Man- 
ager W. L. Taylor, has announced extensive 
expansion plans for the near future, coupled 
with a remarkable record for the nine months 
ending September 30, 1926. Because of in- 
creased reserves due to the splendid growth of 
the company’s business, a readjustment of the 
capital and surplus has proved advisable. Ac- 
cordingly, the company will at once transfer 
three-eights of the present paid-in cash capital 
of $1,160,000 to surplus, thus leaving a capital 
of $725,000 and transfering $435,000 to surplus, 
admitting of a well-balanced statement; later 
the capital will be increased to $1,000,000 and 
the surplus to a like amount. The directors 
have approved the plan and it will be ratified 
by the stockholders on December 29. 

The Federal Surety, according to the nine- 
month statement just made public, shows an 
increase in volume over the same period last 
year of 35.08 per cent with substantial reduc- 
tions in the cost of operation and a total com- 
mission average of less than 22 per cent. As 
stated in the report, the net premiums this year 
totaled $1,254,083 against $928,374 last year, 
while losses this year, including adjustment ex- 
pense, were only $460,874. The aggregate loss 
ratio was 37.46 per cent. 

Much of the success of the Federal Surety 
has been due to the efforts of Mr. Taylor. 
When he actively began business, following the 
licensing of the company on July 1, 1920, the 
admitted assets totaled less than $400,000 and 
the net surplus was less than $40,000. To-day 
the company is firmly established, does a grow- 
ing volume of business, operates in twenty-three 
States and has 1500 agents. It has branch of- 
fices in Denver, Des Moines, Minneapolis, Chi- 
cago, Detroit, Dallas and Washington, D. C. 
Regarding the mode of operation’ of the com- 
pany, Vice-President Taylor says: 

“We began as a strictly Bureau company in 
all departments. We have never reinsured any 
other company nor in any way taken over the 
assets or business of any other company, but 
have built our absolutely from 
‘scratch. We have no excessive commission 
contracts, have never been reported to any of 
the Bureaus for any unethical practices, have 
never authorized the cutting of rates and have 
tried our best to build our business along right 
lines.” 

Officers of the Federal Surety are Charles 
Shuler, president; W. L. Taylor, vice-president 
and general manager: G. E. Decker, M. D.., 
vice-president; Frank B. Yetter, secretary and 
treasurer; Herman Staak, assistant secretary 
and assistant treasurer, and Charles Grilk, gen- 
eral counsel 
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Prominent Agents and Brokers Actuarial Actuarial 
LEON IRWIN & CO., Inc., New Orleans, La. 
rig re SEEEGHTT syns « | | GEORGE B. BUCK a 


Automobile of Hart- National Liberty of New Amsterdam 


New York Casualty Co. 
Standard of New State of Penn. Indemnity Company 
Stuyvesant of New of America 


York 
National Union of or 
Pittsburgh BROKERS’ LINES SOLICITED 











ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


28 SPRUCE ST. NEW YORK 





Specialty — Pension Funds 
and Employee’s Benefits. 























Actuarial 














Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 


175 W. JACKSON BLVD. CHICAGO 
e Se 
Inspectors and Adjusters 











ee 


EMPIRE INSPECTING AND ADJUSTING C0 


SPECIALIZING IN FIRE AND CASUALTY 
INSPECTIONS AND ADJUSTMENTS 
FOR COMPANIES 


417 BRAMSON BLDG. BUFFALO, N. y, 























MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


COPELAND and COTHRAN 


CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 


Statisticians 





——, 

















Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 





Actuarial and Statistical Service in all Branches 
ef Insurance and for Pension Funds—Office Systems 
and Reorganisati I Accounting and 
Auditing. 
75 Fulton Street New York 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


aw tate, 


Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
meee you of the pressure of annual statement 

ig: 

We are also equ to prepare cancellation 
and Ae medal ox sata or handle any job 
where the use of tabulating machines of comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 
81 Fulton St. New York City 























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 











A.SIGTENHORST,F. A.1I.A. 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 

















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

Group, industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 








ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


OMAHA DENVER DES MOINES 




















—_ 


L. A. GLOVER & CO. q 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








AN INTRODUCTION 
TO THE HISTORY OF 
LIFE ASSURANCE 


By A. Fingland Jack, M. Com. 


This informative work treats of certain 
main factors in the development of the 
insurance idea, and affords the student a 
clear understanding of the conditions 
which led up to the great and useful insti- 
tution of life insurance as at present 
organized. 


It is a valuable historical record and 
gives evidence of exhaustive research, 
containing many explanatory notes, to- 
gether with an extensive list of works re- 
ferred to in the notes, including books 
printed in English, French and German. 


The book is also amply indexed. 


Among the subjects discussed are the 
Roman Collegia; Gilds and Gild Re- 
lief; Usury; Rents or Annuities; The 
Montes; Gambling Insurance; Holtz- 
schuher, Olbrecht and Tonti; The 
Science of Life Contingencies; 
Friendly Societies, and the Coming 
of the Great Companies. 


Cloth binding, 263 pages 
PRICE, $2.00 
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INSURANCE STOCKS 
All Bids and Quotations Subject to Con- 
firmation 

The following quotations, as of Dec. 20, 
1906, are from reliable houses, and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of Tue 
SpecTATOR will endeavor to give to any cor- 
respondent whatever information may be de- 
sired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Alliance Fire 


miccown & Co;, Phila... 06.6566. 46 50 
Agricultural Ins. Co. 

Arthur Atkins & Co., N. Y...... Fete 240 260 
American Ins. of Newark 

Gilbert Elliott & Co., N. Y........ 22 23 

Arthur Atkins & Co., N. Y........ 21 23 
Ametican Alliance 

LB. mice, Jr., & Co,, N. Vo... 290 300 

Gilbert Elliott & Co., N. Y........ 295 805 
American Surety 

Arthur Atkins & Co., N. Y........ 196 200 

Gilbert Elliott & Co., N. Y........ 197 200 
Bankers & Shippers 

Curtis & Sanger, N. Y........cce 280 300 

Gilbert Elliott & Co., N. Y........ 275 290 


Camden Fire 
McCown & Co., Phila. and N.Y... 131% 15 


Arthur Atkins & Co., N. Y........ 1314 1414 
Carolina Insurance 
Arthur Atkins & Co., N.Y........ 3114 *aq1z 
ILE. Rice, Jr., & Co., N. V....... 32 33° 
Gilbert Elliott’ & Co., N.Y... 1222! 31 33 
City of eg York _ si 
Gilbert Elliott & Co., N. Y........ 28 985 
Commercial Cas. wi 285 
Arthur Atkins & Co., N. Y........ 53 55 
Continental Ins. Co. os we 
Arthur Atkins & Co., N. Y........ 138 141 
Gilbert Elliott & Co., N. Y........ 138 141 


Federal Union Life 


A. & J. Frank Co., Cincinnati, . 9 
sy & Casualty ini laine = ” 
rthur Atkins & Co., N. Y.... 7 
Rielity Phenix — Se = 
Arthur Atkins & Co., N. V...... 
Gilbert Elliott & Co, N.V 111177)" do 196 


a. of Philadelphia 
McCown & Co., Phila. and ”A 55 
Fireman’s Ins. ee aii ny 


Arthur Atkins & Co., N. Y........ 218 222 
Franklin Fire ; ; a 
Arthur Atkins & Co., N. V 174 7 

: <> 2 7 179 
Gilbert Elliott & Co., N.Y. 7 
Ges Falls uiere as 182 187 
Arthur Atkins & Co., N. V.. 
Globe & Rutgers” aiid ™ ™ 
Arthur Atkins & Co., N. Y........ 1425 
Curtis Gecounee. Ne Was... oss 5s. 1435 1475 
Gibert Elliott mee. & Y...;.... 1425 1475 
ben muee, Jr. & Co, N. ¥.< 7 
Great American + > cis 
Arthur Atkins & Co., N. V..... 28 
Gilbert Tlliott & Co, NvVII121)) 200598 
LK, Rice, Jr, & Co. N.Y. 200, 290 299 
urtis & Sanger, N. Y........ 2 293 
Hanover Fire hes 7 er 
Gilbert Elliott & Co., N. V.... 98 203 
Arthur Atkins & Co NOVi000.1. 197301 
‘ce Insurance (New Stock) " 
peomice, Ir, & Co. N.Y... ...:.:. ‘ 
lene Insurance ; ; ” = 
Arthur Atkins & Co., N. VY........ 375 8 
Gilbert Elliott & Co. NYIIIL..2 376 380 
_ K. Rice, Jr., & Co., N. Y.. 77 
oon J Oe Nee. os. 37 380 
ilbert Elliott & ER. Se a 26 7 
J.K. Rice, Jr, & Co, N.Y .2.211) 85 34 
Importers & Exporters fa q 
Arthur Atkins & Co., N. V........ 7 
Curtis & Sanger, N. V............ 67 
Independence Ind. Ins. Co. 
McCown & Co., Phila............. 310 330 
International Co. of St. Louis, Pfd. 
. & J, Frank Co., Cincinnati...... 23% 3 
Inter-Southern Life # 
‘ & J. Frank Co., Cincinnati...... 2% 25% 
nsurance Co. of North America 
McCown & Co., Phila............. 501% 51% 
Insurance Securities Co., Inc. io 7 
(Union Indemnity Group) ie 
Gilbert Elliott & OR. RG 19 21 
umbermen’s Ins. Warrants 
yiicCown eC PME oo oe oer aig0.085 5% 30 32 
Maryland Casualty 
urtis & Sanger, N. Y...........-. 99 100% 
Missouri State Life : 
=. J. Frank Co., Cincinnati........ 91 93 
National Liberty 
Arthur Athineé Co. N.Y... 0.000 417 
t ational Surety 
_vurtis & Sanger, N. Y............ 238 241 
’ ct Jersey Fire Insurance 
ilbert Elliott & Co., N. Y........ 35 40 





Arthur Atkins & Co., N. Y........ 
New York Cas. 

Arthur Atkins & Co., N. Y........ 
Niagara Fire 

Arthur Atkins & Co., N. Y........ 
Ohio National Life 

A. & J. Frank Co., Cincinnati...... 
Philadelphia Life 

McCown & Co., Phila... ......c. 
Pacific 

Arthur Atkins & Co., N. Y........ 

Gilbert Elliott & Co., N. Y........ 
Reliance 

Arthur Atkins & Co., N. Y........ 

McCown & Co., Phila............- 
Stuyvesant 

Arthur Atkins & Co., N. Y........ 

Gilbert Elliott & Co., N. Y........ 
U.S. Fid. & Guar. 

Gilbert Elliott & Co., N. Y........ 
U. S. Fire 

Arthur Atkins & Co., N. Y........ 

Silbert Elliott & Co., N. Y........ 
U. S. Merchants and Shippers 

Gilbert Elliott & Co., N. Y...... a 
Victory Insurance 

McCown & Co., Phila. and N.Y... 
Westchester Fire 

Arthur Atkins & Co., N. vv 

Gilbert Elliott & Co., N. V........ 

J. K. Rice, Jr., & Co., N.Y. 


HARTFORD STOCKS 


*Aetna Casualty and Surety 
Conning & Co., Hartford........ 
Markham & Company........... : 
Roy T. H. Barnes & Co., Hartford . 
*Aetna Insurance (Fire) 
Curtis & Sanger. N. V............ 
Conning & Co.. Hartford.......... 
Markham & Companv............ 
Roy T. H. Barnes & Co., Hartford. 
*Aetna Life Stock 
Conning & Co., Hartford.......... 
Markham & Companv............ 
Roy T. H. Barnes & Co.. Hartford . 
Aetna Life (Fill Paid Receipts) 
Conning & Co., Hartford.......... 
Markham & Company............ 
Automobile Tnsurance 
Conning & Comnany, Hartford.... 
Markham & Companv............ 
Roy T. H. Barnes & Co., Hartford . 
Conn, General Life 
Conning & Co., Hartford.......... 
Markham & Companv....... . 
Rov T. H. Barnes & Co., Hartford. 
*Hartford Fire 
Conning & Co., Hartford.......... 
Markham & Companyv............ 
Rov T. H. Barnes & Co., Hartford . 
Hartford Steam Boiler 
Conning & Co., Hartford.......... 
Markham & Commanyv.........2-:. 
Rov T. H. Barnes & Co., Hartford . 
National Fire 
Conning & Co., Hartford.......... 
Markham & Companv............ 
Rov T. H. Barnes & Co., Hartford. 
*Phoenix Insurance 
Roy T. H. Rarnes & Co., Hartford . 
Conning & Co.. Hartford.......... 
Markham & Company............ 
Travelers Insurance 
Conning & Co., Hartford ......... 
Markham & Co., Hartford........ 
Roy T. H. Barnes & Co., Hartford. 
e * Ex-dividend. 


35 38 
92 96 
230 236 
32 37 
13 1415 
90 96 
92 97 
20 23 
20% 2114 
185 193 
185 195 
238 245 
149 154 
152 157 
250 255 
21 22 


675 690 
689 700 
680 700 
500 510 
500 519 
500 515 
500 510 
500 510 
495 510 
495 505 
sn 510 
495 510 
165 175 
150 2nn 
150 180 
1575 18n0 
1570 1690 
1575 1590 
5nn 510 
495 510 
500 510 
640 460 
640 680 
640 650 
720 740 
710 
710 725 
485 495 
485 495 
485 500 


1182 1200 
1165 1189 
1175 1185 


NEW ENGLAND STOCKS 


American Investment Securities Co. 
Chas. A. Dav & Co., Inc., Boston. . 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston. . 
Boston Insurance 

Chas. A. Day & Co., Inc., Boston. . 

Arthur Atkins & Co., N. Y 
Canitol Fire Ins. Co. 

Chas. A. Day & Co., Inc., Boston: 
PRGHOENOUle, occa cere cwcavle eee eee 
CSN go Acces Ca races 

Columbian National Life Ins. Co. 
Chas. A. Day & Co., Inc., Boston.. 
Conveyancers Title Ins. Co 

Chas. A. Day & Co., Inc., Boston 
Mass. Bond & Ind. Co. 

Chas. A. Day & Co., Inc.. Boston. 
Mass. Title Ins., pfd 

Chas. A. Day & Co., Inc., Boston. . 
New Hampshire Life 

Chas. A. Day & Co., Inc., Boston. . 
New Hampshire Fire Rights 

Chas. A. Day & Co.. Inc., Boston. . 
Old Colony Insurance 

Chas. A. Day & Co., Inc , Boston.. 
Providence Washington 

Chas. A. Day & Co., Inc., Boston. 

Arthur Atkins & Co.. N Y ae 
Springfield Fire & Marine 

Chas. A. Dav & Co., Inc., Boston.. 
United Life & Accident Insurance 

Chas. A. Day & Co.. Inc.. Boston. . 





84 9 
16 25 
450 465 
455 475 
95 
280 
194 
100 
250 260 
45 60 
360 8375 
27 29 
260 
35 315 
305 
480 490 
16 


The Mercury Insurance Company of St 
Paul has increased its capital stock to $600,000, 
the additional shares being purchased by the 
St. Paul Fire & Marine Insurance Company. 
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Curtis & Sanger 


New York and Boston 
Stock Exchanges 


33 Congress Street 


We are interested in the 


following: 


INSURANCE 
STOCK 


AETNA INSURANCE 

BANKERS & SHIPPERS 
FEDERAL INSURANCE 
FIDELITY & CASUALTY 

GLOBE & RUTGERS 

GREAT AMERICAN 
IMPORTERS & EXPORTERS 
INS. CO. OF NORTH AMERICA 
MARYLAND CASUALTY 
MILWAUKEE MECHANICS 
NATIONAL SURETY 

U. S. MERCHANTS & SHIPPERS 
U. S. FIDELITY & GUARANTY 
WESTCHESTER 
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49 Wall Street 
New York 
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ly Premium plan. 





Same Rates for Males and Females. 


Males and Females alike. 


B. R. NUESKE, President 





Double Indemnity and Monthly Disability Income features for | | | 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 
Quincy and Wells Street, right in the heart of Chicago’s Financial District. 


| 


a | 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We. Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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Which Is The Lowest Cost Company? 


Perhaps no company can claim to have the Lowest 
Cost on all forms of policies at all ages and for all 
durations, but the net cost of our “SPECIAL FIVE” 
is very unusual. Compare our cost on this policy with 
that of Government Insurance or with that of the 
lowest cost company you know of. 


THE PREFERRED RISK $5,000.00 SPECIAL 


Ordinary Life, $5,000, Age 35, Premium $106.50— 
Dividend first year $17.25 (contingent upon 
payment of second premium). Net Cost first 
year $89.25 or $17.85 per thousand! HOW DOES 
THIS STRIKE YOU? IT IS GOING OVER BIG! 


PERFECTED ENDOWMENTS return the savings in ad- 
dition to the face of the policy at death. The forfeiture of the 
excess premiums over the ordinary life premiums is avoided | 


CHILD’S ENDOWMENTS issued from Age One Week up, 
with Waiver of Premium Benefits, if the parent dies. 


REGULAR POLICIES ISSUED FROM AGE 10 YEARS UP. 
The improved GOLDEN RULE AGENT’S CONTRACT 


gives— VESTED RENEWALS 
UNRESTRICTED TERRITORY 
AUTOMATIC PROMOTION 


Everything any reasonable man could want is yours for the 
asking if you are the right kind of man. 


The Columbus Mutual Life Insurance Company 
580 E. Broad St. Columbus, Ohio 


C. W. Brandon, President 
D. E. Ball, Vice-Pres. and Sec. 











Another Year of Harmony 


When 1926 is ended it will mark another year 
of harmony for the Lincoln National Life Organ- 
ization. 


The same men who founded the company more 
than twenty-one years ago are still at its head. 
There has never been a reorganization. Except 
for the retirement from business of one man, 
there has never been a change even in the Ex- 
ecutive Committee. 


Had not every one of these men been of high 
personal character and moved by a common 
ambition of service for the company, they would 
not have worked happily and successfully to= 
gether through all these years. 


(an KU P() WITH THe() LI NCOLN)) 


The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $450,000,000 in Force 
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Some Effects of Industrial Insurance 


By Frank E. JENNINGS 


General Counsel, Peninsula Casualty Company, Jacksonville. 


One of the most significant innovations in the 
last quarter of the century has been the concep- 
tion, sometimes sponsored by the State, some- 
times by the county, sometimes by the munici- 
pality and sometimes by all three combined, that 
the best interests of society required or justified 
governmental authority in the expenditures of 
money and service for the prevention of disease 
by inculcating a knowledge of right living, cor- 
rect sanitation and preventive precautions. To- 
day such activity is, in most populous commu- 
nities, an accepted fact and provision therefor 
is made or partially provided in a governmental 
budget. But long before the public accepted, 
to any considerable degree, this problem as a 
responsibility, industrial life insurance com- 
panies were publishing, by the miilions, simply 
worded and easily understood tracts and pam- 
phlets on preventive measures and through their 
agencies, and in other ways, distributing them 
to the poor and to the uneducated. Long before 
trained or competent nurses were serving vhe 
public by devoting their entire time to the 
visitation, care and instruction of the unable 
and needy, industrial life insurance companies 
were spending large sums of money for trained 
and competent nurses who devoted their entire 
time and energies to this special and particular 
service. Long before informed lecturers with 
moving slides and stereopticon views were bring- 
ing to the lesser informed, both by word and by 
illustration, the value of an observance of the 
laws of health, industrial life insurance com- 
panies were expending large sums from their 
own treasuries for this special purpose. To-day, 
industrial life insurance companies are not only 
contributing generous amounts for these pur- 
poses, where such work is now conducted as 
an arm of public activity, but are likewise 
wholly supplying the same in many places 


Address before the Industrial Insurers Conference, 
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where the public agencies have not as yet as- 
sumed charge of the work. It may be readily 
admitted that these expenditures for the above 
purpose by industrial life insurance companies 
were justified to a considerable extent by busi- 
ness motives, although, it would not be true to 
state that such motives were the sole and only 
ones. Industrial insurance companies do not 
presume to claim all the credit for the concrete 
ways in which an awakened public conscience, 
in matters of this nature, is now manifested, 
but by all who give an impartial study to the 
matter and who are willing to allow credit to 
whom credit is due, it is admitted that much 
honor and much credit must be extended to the 
activity and expenditures of industrial insur- 
ance companies in this behalf. 


Errect Upon HeEAttH AND LONGFVITY 

The campaign of education mentioned in the 
above paragraph has, as should have been ex- 
pected, been necessarily reflected in the better 
health and extended longevity of the insured. 
Mortality tables have always shown the rate of 
death of infants and children who were in- 
sured to be considerably less than the death 
rate among the same general classes who were 
This may be partiaily due to the 
suggestion that the parents who have the fore- 


not insured. 


se¢ht and ambition to insure the life of their 
child might probably be the type of parents who 
wholesome 
True it is, 
however, that the companies’ aid through the 


wou'd surround it with more 


environment and living conditions. 


knowledge supplied to the insured in the form 
of information and instructions concerning right 
living and rules of health has been unmistak- 
ably reflected in the condition of health and the 
length of life of such persons. 


EFFECT ON THE Habit oF SAVING 
Another distinct and unmistakable effect of 


oe | 
<2 


industrial life insurance upon the public is re- 
flected in the habit of saving which this business 
necessarily inculcates among the masses, among 
a large portion of whom the hab't of consistent 
saving would not otherwise have been acquired. 
I am not unmindful that this statement might 
have a tendency to provoke a challenge in the 
mind of the hearer or reader who has never 
given it thought, yet the facts unmistakably 
justify the statement. Experience has shown 
that the collection of the premiums for this 
iorm of insurance must, to a very considerable 
extent, necessarily be done weekly—in fact, 
the collection of the premiums weekly is one 
of the earmarks of this form of insurance. 





Likewise, it is true that such insurance is, in 
the main, upon the lives of people who do not 
enjoy bank accounts and pay by checks. The 
result is that once each week the premium 
money is saved and laid aside to be collected by 
the agent who calls for it at a stated time, 
Habits of saving, like all other habits, rapidly 
grow and generally become securely entrenched; 
and once the habit of sav’ng a specified sum 
each week for life insurance premiums is fixed, 
it would be iogical to expect it to extend to 
saving for other purposes, and this we find to 
be unmistakably true. It is a matter of com- 
mon knowledge that in every locality where 
a large percentage of industrial insurance pol- 
icvholders live, there is likewise a large per- 
centage of depositors in savings banks. It 
is likewise a matter of common knowledge that 
the person who regularly and consistently keeps 
his insurance policy paid up has the best credit 
with his merchant. So admittedly true is this 
that opposition to this form of insurance has, to 
any considerable degree, long since been aban- 
doned by the leaders in other forms of com- 
mercial activity where habits of thrift are a 
material factor. Industrial insurance is not 
presuming to claim all the credit for the habits 
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of thrift and saving among the wage-earn-ng 
classes, but that it is entitled to a respectable 
portion of such credit must be admitted by 


the impartial student. 


Errecr Upon Security oF Proper BuRIAL 

Another effect of this form of insurance upon 
the public has been the self-respect, or the sat- 
isfaction of the individual, which is somewhat 
akin to self-respect, in the knowledge that a 
decent and proper burial has been supplied tor 
the loved one. Pauper funerals, since the in- 
ception of this form of insurance, are to-day 
a minor percentage of heretofore. Not all credit 
is due to this form of insurance, but it can most 
certainly and most justly claim a generous 
share thereof. It is a fundamental desire in 
the normal human mind that the beloved dead 
should be laid away respectably and without re- 
sort to charity. This feeling was perhaps the 
foundation and reason for the creation of the 
earlier societies in the nature of burial so- 
cieties and guilds. This feeling has always 
been especially noticeable among the Anglo- 
Saxons. Always a sad occasion, death, when 
it invaded the homes of the poorer, was too 
often accompanied likewise with the spectre of 
positive destitution and the attendant humilia- 
tion of a resort to the charity of friends or to 
the charity of the public if the pauper’s field 
was to be evaded. There is no doubt that this 
fundamental desire of the Anglo-Saxon race, to 
see its loved ones properly and _ respectably 
buried, has had as much to do with the growth 
of industrial life insurance as any one factor, 
and its effect by establishing confidence and sat- 
isfaction in the human mind that the terror of 
death has been to this extent overcome is un- 
mistakably one for good. 


Errect Upon OTHER ForMs oF Lire INSURANCE 


Another unmistakable effect of industrial in- 
surance is reflected by the immense increase in 
the volume of what we know as ordinary or 
old line insurance, which consists in policies of 
much larger amounts. It has always been true 
in this country—and every person under the 
sound of my voice joins with me I am sure in 
the hope that it will always continue to be true 
—that the wage-earner of to-day with his mod- 
est industrial insurance policy becomes the sala- 
ried man of to-morrow with his intermediate 
policy and the well to do citizen, day after to- 
morrow, with his large old line policy. The 
knowledge of the value of life insurance to the 
individual is so often obtained in the early 
and struggling years of one’s effort to obtain a 
livelihood and thus it is that the harvest so 
often reaped by the ordinary or old line insurer 
is from the seed sown by the industrial insurer. 
For this reason, the most successful and largest 
industrial insurers of to-day are likewise writ- 
ing an immense volume of the ordinary or so- 
called old line insurance policies in the usual 
large amounts, because it is fundamental that 
one who has sown the seed can with reason- 
able alertness share in the harvest. And so it is, 


THE: SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


that we can say without fear of controversy 
that one of the direct effects of industrial insur- 
ance has been to inerease the volume of ordi- 
nary or old line insurance. 

We have in the above made a few suggestions 
for the purpose of calling attention, at this 
time, to the fact that the effect of the life work 
of many of you gentlemen is in no proper sense 
fully reflected by the salaries which you as 1n- 
dividuals may draw or by the surplus which the 
balance sheet of your company may indicate. 
Had a desire for personal benefit been the only 
motive of your activities, industrial life insur- 
ance would have died in its infancy, unwortuy 
of even a marker to indicate the place of its 
long forgotten grave. Your work has lived and 
prospered, because it found a vacant place in 
the heart of the masses of humanity and _ be- 
cause it supplied a need of humanity and be- 
and is rendering, a 
axiom 


cause it has rendered, 

humane service. It is a 
in the life insurance world, “that he only pros- 
The flag of ser- 


fundamental 


pers best who serves best.” 
vice can never be hauled down: it must remain 
forever at the masthead of every successful in- 
surance company. The experience of the pust 
office department of England, which offers simi- 
lar insurance if the applicant comes and volun- 
tarily accepts it, the experience of the 
Savings Banks Insurance of Massachu- 
setts, which likewise offers similar protection 
at lesser rates, has clearly established the fact 


and 
Law 


that insurance of this nature is in no sense dif- 
ferent than life of larger policies 
upon the lives of the more well to do: it must 
be solicited if it is to be written. Likewise, 
experience has clearly shown that the premiums 
must, in the large. be collected weekly. The 
fact that retail must cost 
more than insurance by wholesale is nothing 
different than the accepted distinction existing 
other 


insurance 


insurance thus at 


between wholesale and retail in every 
activity. 

One of your hardest problems is to establish 
and maintain the proper cost parity as between 
the two forms of insurance. You have con- 
stantly reduced the cost of your industrial in- 
surance whenever experience has justified it: 
you will continue to do so in the future because 
as competent insurance men you recognize the 
word “service” as your law and your gospel. 
You have met again this vear in conference, not 
alone for the purpose of cementing friendships 
already created and of making new ones, but 
to the end that you may profit by the experi- 
ences of each other and thereby learn more of 
how best to serve. The name of one of the 
largest and most prosperous forerunners of this 
kind of insurance in England was “Friendly 
Societies.” This conference is a guarantee that 
this name, so essential to honorable re- 
spect and to human understanding, is not and 
will not be forgotten. 

Let it ever be that this word “friendly” is 
engraved upon your hearts and the value of this 
organization to you as individuals and to the 
public whom you serve, is forever secured to 
the benefit of all. 


old 
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An Introduction to the History of Life 
Assurance 

The student of life insurance who desires ty 
ascertain the facts and conditions which {eq wp 
the establishment of the present great life jp, 
surance system, will find much to engage tj 
interest in the book by A. Fingland Jack y 
Com., entitled An Introduction to the History 
of Life Assurance. In this historical work Me 
Jack devotes much attention to a Consideration 
of the gilds, because the relief for which they 
were responsible was so much a part of thei 
nature that to seek to deal with it without ref. 
erence to general development and character. 
istics, would lead to wrong impressions, His 
object in writing this work was not to Write 4 
history of life insurance, but to prepare the way 
of the student or the historian by an examin. 
tion of certain main factors in the developmen 
of the insurance idea. 

The subject matter of the book is divided ints 
two general parts, the first containing historic 
data as to the gilds, preceded by a consideration 
of some aspects of the Roman Collegia, whi 
the second deals briefly with various other phe. 
nomena, which have or had their influences jn 
the development of the life insurance ide, 
Among the topics treated in the first part are: 
The Frith Gild; The Merchant Gild; The Craft 
Gild: Social-Religious and Religious Gilds an( 
Gild Relief. The second part has to do wih 
Rents or The Montes: 
Gambling Insurance; Holtzschuher, Obrecht, 
and Tonti; The Science of Life Contingencies: 
Friendly Societies and the Great Companies. 

From this brief outline it will be readily 
comprehended that Mr. Jack’s book affords the 
student of life insurance a good understanding 
of the circumstances which led up to and have 
been developed into the great and useful in- 
stitution of life insurance as at present orgar- 
The book contains 263 pages, and is 
thoroughly indexed. It may be procured from 
The Spectator Company at $2 per copy. 
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OPPORTUNITY 


_ Your chance is here right now to get 
in on a direct Home Office contract witha 
Company that’s on the go. 

We have increased our business nearly 
100% each year since 1917 (except for 
one year) bespeaking life in the organiza- 
tion, an excellence of its policies and un- 
failing service to policyholders. 

Our Company is doing business in 
Michigan, Indiana, Illinois, Missouri, 
Kansas, Pennsylvania and California and 
has many good openings for men of 
character. 

Specialized disability protection for 

businessWand professional people and 
other A, B, and C risks, with a separate 
department for Educational folk and 
Nurses. 
__ We are not interested in ‘‘shifters” but 
if you want a permanent connection, like 
112 of our representatives now have, 
write to the Agency Department with 
full particulars in first’ letter. 


INCOME GUARANTY COMPANY 


(Stock Company) 





SOUTH BEND INDIANA 











The cap 
gome that 
the debit 
many thin: 
to make a 
purpose 0 
only a fer 
fo success 
ness. The 
of work | 
this word 
almost dis 
are in the 
labor as b 
ter of fac 
complishes 
The fir 
know shot 
want to W 
to work? 
seeking a 
to get in 
ing forwa 
you makir 
of? Hav 
control ? 
when you 
what you 
Have you 
obstacles ? 
that rare 
jyeness” ? 
tended lis 
debit man 
it will be 
of questic 
an answe! 
any line | 
number ¢ 
the succe. 
ability to 
flinching. 
a place 
than that 
squarely : 
if so, hor 
succeed 
then res 
affairs m 
will natu: 
you real 
and Get. 
Get the. 
best effo 
that you 
are out | 
enough a 
And it 
teally di: 
self. M 
else than 
of self 








Thurs¢; 





TY of Lit 


10 desires t 


ly 


0 


reat life jp. 


engage hi 


ad Jack, 4 
the History 


al work Mr 


“Onsideration 
which they 


art of their 
without ref. 
1 character. 
sions, His 
; to Write 4 
are the way 
n examin. 
levelopmen 


livided into 
x historic! 
nsideration 
gia, while 
other phe. 
Auences jp 
ance ides, 
Part are: 
The Craft 
Gilds and 
’ do with 
Montes: 
Obrecht, 
ngencies: 
panies, 
> readily 
fords the 
‘standing 
and have 
eful in- 
t organ- 
and is 
ed from 


ite 


ut 
ke 


: 





3 
The caption of this article may suggest to 
«me that there are only a “few” things that 
fe debit man should know. But there are 
nany things that he must know if he expects 
io make a success of the debit. It shall be the 
purpose of this article, however, to consider 
only a few of them. There is no royal road 
io success in the insurance or any other bust- 
ness. The only way to find success in any line 
of work is to labor for it. And you know 
this word “labor” is one that has already or 
almost disappeared from our vocabularies. We 
are in the habit, as a people, of thinking of 
labor as being manual work, when, as a mat- 
ter of fact, every kind of work that really ac- 
complishes anything is the result of labor. 
The first thing that the debit man should 
know should concern himself. Does he really 
want to work? If so, how badly does he want 
to work? Is he afraid to labor or is he only 
seeking a “soft snap”? How did you happen 
to get in the business, anyway? Are you go- 
ing forward or backwards, down or out? Are 
you making any headway that you are aware 
of? Have you learned anything about self- 
control? Do you have a definite idea about 
when you should start to work? Is the debit 
what you expected to find or is it different? 
Have you learned any thing about mastering 
obstacles? If not, why not? Do you have 
that rare qualification known as “stick-to-it- 
iveness”? This may seem like a rather ex- 
tended list of questions and so it is. But the 
debit man who wishes to succeed will find that 
it will be necessary to ask himself a number 
of questions. And these questions will demand 
an answer. The matter of attaining success in 
any line of work calls for the answering of a 
number of questions. If I were looking for 
the success quality in any man, it would be his 
ability to face life just as it is and without 
finching. The above questions have been given 
a place in this article for no other purpose 
than that of having the agent to face the issue 
squarely : Does he really want to succeed and 
if so, how badly? Every man who expects to 
succeed must face these things squarely and 
then resolve to meet them. The personal 
affairs must be settled first and then the others 
will naturally follow. First. find out how badly 
you really want to succeed. Then “Get out 
and Get.” Get the names on the dotted line. 
Get the cash. Get a permanent sale. Get the 
best efforts you have out and show the world 
that you are a regular “he-man” and that you 
are out to win. No man can fail who knows 
enough about himself. 


And it may surprise you, Mr. Debit Man, to 
teally discover how little you know about your- 
lf. Most of us know more about everybody 
se than we do about ourselves. A knowledge 
of self will do no one harm and it will help 
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immensely. There is an old proverb that ex- 
presses a great truth that should be heeded by 
every man on the debit and that is, “Know 
Thyself.” Knowing yourself implies that you 
must know something about your ability as well 
as your lack of it. It is a fearful thing, and 
yet it is absolutely true, that very few people 
know how much ability they really possess be- 
cause there are very few people who bring their 
entire powers into play. No man ever does all 
he could. We do not even try. Are you doing 
your best? Could you improve if you tried 
hard enough? To ask this question is to an- 
swer it. Get busy and use up some of your 
reserve force. It will pay you. 

Another thing that he must learn about him- 
self is this: Is he able to concentrate? Is he 
able to concentrate his time, energy, thoughts, 
efforts, mind, actions, reading, talking and sin- 
cerity? And it must be borne in mind that there 
is absolutely no success possible where people 
do not concentrate their time as well as their 
energy. The man who does not have a definite 
schedule can not expect to succeed. And it is 
certainly an obvious truth that no man can work 
on time who has not learned to think on time. 
It can not be done that way. All efforts, to 
accomplish what they should, must be the re- 
sult of concentration. And this is nothing more 
than what some people call a singleness of 


purpose. 


Your CoMPANY 

Next to knowing about yourself, I woald 
put a knowledge of the company that employs 
you next. And the agent who expects to be 
able to meet competition must learn what it 
means to have a working knowledge of his 
company. As a reminder, it might be well to 
answer the following questions: What is its 
capital stock? Does it pay dividends to its 
stockholders? Or is it a mutual company or an 
association of some kind? Do you know the 
difference between a stock and a mutual com- 
If you are with a stock company, why 
should people insure in it? Again, if it is mu- 
tual, why should they do so? What would yuu 
say were the chief advantages and disadvan- 
tages of both? Do they pay their claims 
promptly? Can you refer to some claims that 
you have paid that your prospects should know 
about? Are they solvent in every way? What 
is the ratio of assets to liabilities? When was 
it organized? Who are the principal men that 
direct it? Are its leading executives men of 
integrity and are they known as leaders in their 
various lines of work? 

These questions could be multiplied ad in- 
finitum but they are sufficient to show that the 
agent should know something about his com- 
panv. He should know upon what basis the 
business has been built to its present size and 
some of the motives that actuate its every move 
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Three Things the Debit Man Should Know 


Registrar, Life and Casualty Insurance Comp2ny of Tennessee, Nashville 


just at this time. The man who does not know 
all that his company wishes him to know about 
his company is certainly not as well prepared 
as he should be. How do you expect to sell 
others on the merits of something on which 
you are not as well posted as you should be? 
This is another of the things that can not be 
done. Learn all about your company and have 
facts right on the tip of your tongue. Only 
in this way can success be attained. Keep up 
with every field letter that is sent out. File 
them for future reference. Refer to them when 
necessary. “Know your company and your 
company will soon know you.” 

Another thing about your company that you 
should know is that rate book which they have 
loaned you. When I was in the marine corps, 
in time of war, I was taught that the rifle was 
my best friend. And before the war closed, I 
knew that that was no idle thought. And just 
as the rifle is the soldier’s best friend, so is the 
rate book the agent’s best friend. The rate 
book sustains the same relation to the agent 
that the rifle does to the soldier. And it goes 
without saying that there is no use in having a 
friend without using him. The company has 
loaned you the rate book, not as a souvenir of 
a contract that you have signed but in order 
that you may use it. The man who does not 
know his rate book as well as all the other 
regulations which his company sends out from 
itme to time has plenty of room for improve- 
ment. 

A knowledge of your rate book would natu- 
rally imply that you know the policies put out 
by your company. And it is really surprising 
to know how many agents who do not have a 
thorough understanding of the various kinds 
of policies. The debit man who sells an ordi- 
nary term policy to a prospect, and does not 
fully explain that it only protects him for a 
certain number of years and that there is no 
cash involved so far as the policyholder is 
concerned unless he dies is sowing seeds of dis- 
cord and dissatisfaction. And there is no get- 
ting around the fact that sooner or later he 
will reap those very things to his own disad- 
vantage. Know your company’s policies and 
for what specific purpose they were designed 
and what needs they are able to fill and 
you will have accumulated some knowledge 
that will stand you in good stead. The best 
reason for knowing these things is that it will 
enable you to be convincing and without this 
quality you might as well “give up the ship.” 


Tue Pvusric 
The third thing that is absolutely essential 
to the success of any debit man is a knowledge 
of the public. He must know the direction in 
which public opinion is turning or going. The 
man who carries a debit and has failed to learn 
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Hunger 





SEVEN-TENTHS of the families 
in America are dependent on 
wages, and the fathers and 
mothers live in constant dread of 
sickness, injury, unemployment, 
impoverished old age, and pre- 
mature death. That they hunger 
for protection from these calam- 
ities is proclaimed by the billions 
of industrial insurance in force. 


Those who are hard pressed, es- 
pecially, realize that insurance 
has developed into something 
more than mere indemnity. With 
its nurses dotting the country, 
its safety engineers removing the 
dangers to life and limb, its med- 
ical men and welfare workers 
steadily extending the life-span, 
insurance is now, in very truth, 
protection. And so, for the wage 
earner, it is neither a luxury nor 
even a debatable purchase; it is a 
vital want. The institution that 
enables him to meet that want, 
renders him a valuable service. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


HALEY FISKE 
FREDERICK H. ECKER 


President 


Vice-President 
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INSURABILITY 


PROGNOSIS AND SELECTION 


LIFE—HEALTH—ACCIDENT 





A notable work, written by 


H. W. DINGMAN, M. D. 


Medical Director, Continental Assurance and Continental 
Casualty Companies; Formerly Medical Examiner in 
Detrost for 24 Life Companies. 


HUMAN LIFE APPRAISED 


Valuable new book discusses 


CONCISELY AND COMPLETELY 


the various factors concerned in 


1—Determining health, present and 
future. 


2—Estimating probable length of life. 


3—Assessing human life values. 


It materially assists in the 


SELECTION OF RISKS FOR INSUR- 
ANCE and APPRAISAL OF CLAIMS 
FOR INDEMNITY 


Every medical director, examiner, under- 
writer or student of insurance, in home 
office or field, will be intensely interested 
in this first book to cover comprehensively 
and exhaustively the principles and prac- 
tices of every day underwriting in 


LIFE, HEALTH and ACCIDENT 
INSURANCE 


PRICE, $15. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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the fact that public opinion is now decidedly in 
favor of insurance has certainly had his eyes 
closed. It is no longer a question with insur- 
ance men so much of convincing people that 
they should have insurance; they already know 
that. But the debit man must go farther than 
that. He must show them that they not only 
need it but that they actually cannot afford to 
do without it. It is a present day necessity 
and by no means a luxury. Drive that home. 
And the agent must not infer from the word 


unlimited production. 


hts 
“public” so much of a collective mass as that pn 
of individual folks who are very much like 
himself. Ali people are very much alike and 
when we learn that which is common to all, we 
are very near to that which the world calls suc- 


cess. And there is is no hard and fixed rule 





Reading - Lancaster - York, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THESPECTATOR 








for learning that interest which is common to 
all. Suffice it to say that all people are inter- 
ested in progress; they are all interested in 
themselves and their loved ones: 


they do not sponsible places in the world; they 


INSURANCE FABLES 


New Series 
24. THE DEVOTED SERVANT 





A tame Bear, observing that a fly was buzzing about the face of his 
sleeping master, killed the fly with a large stone, incidentally fracturing the 
master’s skull. 

APPLICATION 

The agent who neglects broad issues and fixes the attention of a client 

on petty details kills the sale he is so anxious to effect. 


25. THE BEE AND THE 
BUTTERFLY 


“Advice is cheap,”” exclaimed Mr. Butterfield “it’s easy to talk about 
thrift, but its hard to exercise it. I’ve been trying to save all my life, but 
when | have accumulated a little capital for investment I have always 
been forced to spend it, and whenever I have started a saving bank account 
I have drawn the money out to meet some pressing need.” 

“Let me give you a little advice,” said Agent Honeywell, “and I 
promise you that it will not be cheap. Turn over a new leaf. Begin 
saving at once. Lay aside $10,000 today.” 

“You're joking,” exclaimed Mr. Butterfield. 

“Not at all,’ said Agent Honeywell, “you can afford to save a few 
hundred dollars a year, can’t you?” 

“Yes,” answered Mr. Butterfield. 

“Well,” continued Agent Honeywell, “that will enable you to obtain 
$10,000 of insurance. Then you will have a capital of $10,000 for the 


support of your family if you die, or to provide for your own old age 


if you live.” 

“That sounds attractive,” said Mr. Butterfield. 

“Yes,” replied Honeywell, “‘and the best thing about it is that if you 
take this insurance you will constrain yuurself to save something every. 
year. You will voluntarily place yourself under an obligation which you 
will be unwilling to disregard. That is the feature of life insurance that 
has justified the claim that it is not only the best teacher of thrift 
but also the most effective promoter of thrift. It creates and fosters the 


habit of saving.” 
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wish to be outdone by their neighbors; they 
wish their children to be educated and fill re- 
wish to 


avoid both poverty of spirit and material 
things; they are all seeking happiness; they 
all want the common comforts of life; they 
leaders in their various lines 
also wish to be as good 


are all more or less 


all wish to be 
of business; they 
as anybody else; they 
spiritually inclined and desire that their off- 
spring follow the paths of rectitude and right; 
they desire independence, both financially and 
otherwise; they all have a yearning for some- 
thing that usually means “getting on in the 
world”; they like to have their ego appealed 
to and to be appreciated; they like to be com- 
plimented for their prudence and be given credit 
for what they have already done; and when 
you come to think about it, chere are so many 
ways in which we are all alike that the debit 
man should not have much dfficulty in finding 
out just what it is. When you get on such 
ground you are on what might be termed com- 7 
mon ground, that is on ground on which the 
world is agreed. And you might as well mark 
it down as a certainty that you will never be 
able to build and maintain a debit on the com- 
mon misunderstandings or disagreements of peo- 





Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 
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A Loyal, Efficient Agency Corps 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, fol- 
lowing a vocation they like and serving a company 
in which they have confidence and pride. ‘Their 
value to their respective communities and their own 
individual success stand upon the service their com- 
pany renders to its constituent members—the proving 
test. 

The Mutual Life of New York, the first American 
legal reserve mutual life insurance company, has for 
eighty-three years met the proving test of service to. 
its members. To-day, this Company’s high prestige 
accorded to public service and achievement is upborne 
and carried on by loyal, efficient and contented field 
workers. 

They have unsurpassed contracts and facilities to 
offer to their public—all standard forms of insurance 
(ages 10 to 70) and annuities, both for men and for 
women; Disability and Double Indemnity Benefits; 
policy loans in branch agencies, and all other features 
of service the Company deems justified. 

They take a pride in building greatly upon a great 
past—a loyal, efficient agency corps successful for the 
Company and for themselves. 

Those who contemplate life insurance field work as 
a vocation are invited to write to 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York City, N. Y, 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


Offers an unexcelled line of policy contracts. 

Our Juvenile policies, written on children as young as 
one day old, go in full benefit automatically at age 5 
without re-examination. 


Our special low rate policies to business and profes. 
sional men are fast sellers. 


We write women on equal basis with men. 


Splendid agency openings are now available. Write 
William Koch, Vice President and Field Manager. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


Des Moines, Iowa 


A. C. TUCKER, President 














Field Annuals 


Insurance Directories 


for 


*Greater New York 

+New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P, 0. BOX 617 


LOUISVILLE, KY. 














DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 
HOMER H. McKEE, President 
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Capital and Surplus Over $3,000,000.00 





FIDELITY AND SURETY BONDS 
EXCLUSIVELY 





Valuable Agency Zerritory Available 





CORRESPONDENCE SOLICITED 
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December 23, 1926 


When salesmen 
have learned as much as they should, such 
things as this will never occur. 


now as much as he should. 


And as long 
as such things as these occur, the agent is 
lacking in one of the three things mentioned 
in this article. He either does not know him- 
self; does not know his ability; does not be- 
lieve in himself as he should; nor he evidently 
does not know the strength of his company and 
of its vast resources and ability to meet all its 
contracts or he does not know the public with 
which he deals. 





Western and Southern News 

During December the field force of the West- 
ern and Southern Life Insurance Company of 
Cincinnati engaged in a Christmas contest in 
the production of ordinary. Every man who 
writes over $5000 will send President Williams 
a gold-star Christmas card. Those who write 
less than this amount will send him a holly 
Christmas card. Christmas gifts will be 
awarded to the leaders, and all applications and 
policies will bear Christmas seals. 

W. E. Hochstetter, formerly assistant at 
Marion, O., has won promotion tc superintend- 
ent of the Lorain district. 

The leading district in actual ordinary net 
increase for 1926, is Akron under Superintend- 
ent O. A. Colvin; the leading assistant is W. 
D. Curtis, Gary, and the leading agent is A. 
Guba, Gary. 

The standing of the divisions in the ten 
week’s ordinary contest (September 27 to No- 
vember 29) is as follows: Division E, Divi- 
sion A, Divsion B, Division D, Division C. 
Division F. 

Pickett Valentine has been promoted from 
assistant at Maysville, Ky., to superintendent 
of the Peoria district. 

Superintendent J. P. Merz has been trans- 
ferred from Peoria to St. Louis-Forest Park, 
succeeding Superintendent J. N. McNamara 
who is in failing health. ; 
Arthur Vercoe, formerly assistant at Glou- 
ster, has heen appointed superintendent at Steu- 
benville. 


Mortgage Guarantee Company Makes Good 
= Showing 

The Mortgage Guarantee Company of 
America, Atlanta, Ga., in its financial state- 
ment made as of November 30, 1926, shows 
assets of $1,744,736, including, cash on hand 
and in banks to the amount of $59,496 and cer- 
tificates and mortgages on hand _ totaling 
$1,177,200. It has guaranteed first mortgage 
participation certificates outstanding of $4,107,- 
600 and has been gradually increasing its vol- 
ume of business. Capital stock of the com- 
pany is $018,015, with a surplus of $83,741. 
Officers of the Mortgage Guarantee Company 
are Joseph A. McCord, chairman of the board; 
H. C. Williams, president; Lee Hagan, vice- 
president; Peter F. Clarke, treasurer, and Jos. 
A. McCord, Jr., secretary. 
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PRUDENTIAL NOTES 


Many Agents Making Exceptional 
Records 


PROMOTIONS TO ASSISTANCIES 


Several Additions to Old Guard by Reason 
of Long Terms of Service 

The latest agent of Division E to enter the 
fold of assistant superintendents is Thomas J. 
Connelly, of Braddock, Penna. Mr. Connelly 
gained his advancement after two years of ser- 
vice, during which time he displayed the ability 
and qualities that led to his present position. 


Myer Miller, agent at Monessen, Penna. 
(Washington district), is one of those in the 
agency ranks who can _ produce substantial 


amounts of both industrial and ordinary and 
still maintain a condition of account that stamps 
him as an exceptional agent. He has just quali- 
fied for a silver merit button for ordinary and 
in the industrial department has far exceeded 
the district average. 

For the month of November the following 
agents were promoted to assistant superintend- 
ents in Division “A” districts: Joseph Zac- 
cardo, New York Number 7; Edward J. Walsh, 
New York Number 16; Philip Schwartz, New 
York Number 9; Joseph H. Christie, New 
York Number 6; Julius Cohen, New York 
Number ,5 and Frank A. Bingham, New York 
Number II. 

Peter G. Martin, assistant superintendent at 
Easton, Penna, and Agent Anthony J. Carey, 
at Girardville, Penna., Mahanoy City district, 
have recently completed thirty years of continu- 
ous service and have received the gold locket 
and certificate of Class “F” in the Prulential 
Old Guard. 

G. Giacone, assistant superintendent of the 
Brooklyn Number 6 district, has entered Class 
“D” of the Prudential Old Guard upon the 
completion of twenty years of service. 

S. Lipani has been an assistant superin- 
tendent one vear and was leading the assistant 
superintendents of Division “B” in industrial 
net increase at the end of October. 

Competition Division F 
superintendents is keen for the honor of having 


among assistant 
the leading staff in industrial net increase for 
1926. At present Russell W. Hewitt of 
Ravenna, O., detached from the Warren, O., 
district, is the leader, and Clarence W. Jacobs, 
of the Toledo Number 2 district is runner up. 
However, the margin separating them is so 
small that there is a decided uncertainty as to 
which one will occupy the coveted position at 
the close of December. 

Agent Puy E. Cory, of the Columbus 1 dis- 
trict, can point with pride to his accomplish- 
ments in the Industrial branch this vear, as in 
past years. He holds first place in the City of 
Columbus and is well up among the company 
leaders. 

Agent J. C. Latanzi, of the Ithaca, N. F., 
district is listed as the company’s second lead- 
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ing agent in ordinary net issue for the year 
1926. 

The record of Agent C. E. Austin of Olean, 
N. Y., as regards account condition is com- 
mendable. There are practically no arrears 
charged on his debit, and the advance payments 
amount to over 300 per cent, with collections 
substantially over 100 per cent. 

E. J. Taylor, assistant superintendent of the 
Bucalo Number 1 district, is doing well in 
ordinary. His record for the year is one which 
warrants the listing of his name prominently 
among the company’s leading assistants. 

Assistant A. J. Grzeskowiak of Buffalo Num- 
ber 4 and Agent H. C. Kitts of Rochester 
Number 1 are to be congratulated upon having 
completed five years of service with the com- 
pany, giving them membership in Class A of 
the Prudential Old Guard. 


The Winner in the Long Run 

The winner in the long run is not the man 
with spasmodic efforts, but the man with the 
long, steady, determined pull. 

The man who sticks to one business until 
he understands it thoroughly, then uses his 
knowledge with plan and purpose. 

The man who impresses others with his sin- 
cerity and earnestness. 

The man who demonstrates a_ thorough 
familiarity with his business and presents it 
with intelligence. 

The man who is persistent in showing what 
insurance will do for those who obtain it. 

The man who can get attention and fully in- 
form his patrons how he may provide for de- 
pendents and old age. 

The man who realizes that. his success lies 
in interviewing people from Monday morning 
until Saturday night. 

The man who feels that he has something of 
immense value for all who are open to reason 
and common sense, and has the tact and ability 
to create interest to the point of signing the 
application. 

The man who fas a definite, fixed purpose to 
succeed, regardless of all obstacles, and then 
thinks and feels and wills to bring to fruition 
all his desires is in the long run winner in 
every vocation in life—The Banner, Public 
Savings Life Insurance Company. 


Income Insurance 


“Income Insurance for Family Protection.” 
by William Alexander, is published by The 
Spectator Company, New York. 

Mr. Alexander is a well-known author of life 
insurance literature, with a long list of helpful 
writings to his credit. The design of this book, 
according to the author, is to show the im- 
portance of income insurance, and emphasize 
the fact that the agent who fails to offer a 
policy payable in the form of income when the 
insurance is for family protection neglects his 
opportunities and retards his own progress. 

Among the twenty-four chapter headings are: 
The Intelligence of Women, Where Danger 
Lurks, Dwindling Estates, Small Income Poli- 
cies, The Situation Today, Strong Endorse- 
ments, Value of Income Policies to the Agent, 
Income Policies Lengthen Life, Selling Points. 

Cloth binding, convenient size, 126 pages, 
$1.50 —Conmutopics. 
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The Nobility of Industrial Life Insurance 


Assistant General Manager, Carolina Life Insurance Company, 


If from some mountain top of human 
endeavor those engaged in industrial life insur- 
ance could view their business through a high- 
power telescope and thus get a vision many 
times enlarged they would be bowed down in 
humility and raised up in pride—humility for 
the great and sacred obligations they have as- 
sumed, and pride in the beauty and grandeur 
of the work in which they are engaged. They 
would be in sympathy with Hambone’s com- 
ment; “Gen’man ax me how much Ian’ boss own. 
I tell him I dunno how lan’ he own, 
but I know dis lan’ own him.” The business 
would own them. It would make mighty little 
difference how much they owned. 

Using somewhat the language of one of the 
greatest insurance men of all time, now living, 
no man is a perfect insurance man unless he 
policy and a $109,- 
no coni- 


much 


can write a 5 cent a week 
000 application. By the same token 
pany is perfect unless it can do the same thing. 
Therefore industrial life insurance companies 
must more nearly fulfill the ideal of the great 
business of life insurance than any otners. 

Let me quote from Whitwell. Wilson in “The 
Christ We Forget”; “In the Early Church they 
also sold their possessions, and by establishing 


From an address before the Industrial Insurers Con- 
ference. Jacksonville, Fla., November 18, 1926. 


By FitzHucH McMaster 


a common fund applied their property w numan 
need, and so put it to its fullest use. The rich 
congregation helped the poor, and Paul made 
a special journey to Jerusalem in order to con- 
vey thither the gifts of the wealthier communi- 
ties. Thus was laid the foundation of modern 
insurance, which is a pool in property to meet 
special risks and an expression in finance of 
God’s care for the individual. 1n the Roman 
Empire there was no system like this; it is 
essentially Christian.” 

We all know what a wonderful growth the 
New York Life Insurance Company has had 
since Darwin P. Kingsley took hold, after the 
Armstrong investigation. George W. Perkins 
had a large share in the great work. Let him 
“In all the years I was with the New 
York Life Insurance Company I never once 
asked what my salary was to be or my title. 
None of us who made the company ever wasted 
time over such questions. We had a vision of 
extending the company’s service throughout the 
world, and of making it the finest and most 
useful institution of its kind. We made it 
that and it made us rich.” Bruce Barton in his 
book, “The Man Who Nobody Knows,” says 
that this was a fulfillment of Christ’s declara- 
tion that he who should lose his life shall find 
it. And Barton asks; “What did Perkins mean 


speak : 


Columbia, S. C. 


if it wasn’t that he and his friends buried them. 
selves in this great undertaking, literally lost 
their lives in it?” 

Hear that great wizard Henry Ford tell the 
secret of his success; “Let a man start out ip 
life to build something better and sell it cheaper 
than it has ever been built or sold before—te 
him have that determination, and give his whole 
self to it—and the money will roll in so fagt 
that it will bury him if he does not look ont? 

And what shall I say of that greatest of aff 
human institutions—I do not say “of its kind? 
—I sav greatest of all human institutions of 
whch I know, one with which it is our honor to 
claim full fellowship, the Metropatitan Life Ip. 
surance Company of New York. I believe that 
I may say that it has been erected to the glory 
of God and dedicated to the service of man 
kind. As 
more gigantic than has ever hitherto been con- | 
structed in mutual service.” Service! 


brotherhood, or nursing the helpless babe of 
the poor in the humblest house. 

And how this service pays in dollars and 
cents! All God’s laws are economic! 

I have given you but a glimpse of our work. 





TWENTY-PAY SPECIAL THRIFT 
POLICY 

Sales Talk to Mr. John Doe, Aged 20 

“Mr. John Doe, I represent one of the largest 
financial institutions in one of our Southern 
States, and I have something new to show 
you. 

“My company owns millions of first mort- 
gages on real estate, of bonds, etc., that draw 
7 per cent on an average. There have never 
been any losses. My company is managed and 
directed by men who are worth several hun- 
dred million dollars and it has made more 
money, I am informed, for every interest con- 
nected with it than any other company of the 
same kind has ever made in the same period of 
time since its organization. Yes, my company 
is just about as old as you are and it started 
with the experience of mature persons and the 
guiding hand of mature customs all around it 
and behind it just as you did. 

“You are living in the knowledge that your 
parents and friends and teachers and business 
associates have acquired and offered you, and 
you will make use of it to build yourself a suc- 
cess in this life. 

“Some part of this success you are building 
will consist of ownership of property. You 
will own about $100,000.00 or more, or less, at 
the age of seventy, if you live. And what I 
am going to do now is to set aside for you and 
sell to you $1,000.00 of the 7 per cert first mort- 





gages and bonds my company owns. Just as 
soon as you sign this paper I have here, and 
just as soon I can find out if you have good 
average health, they will set aside your part 
of these securities for you. 

“Life insurance is an investment to help ma- 
ture your life plan. Yes? Of course it is 
life insurance! You say you have no need of 
life insurance—that you have your life before 
you and by setting this money aside you can do 
just as well with it as my company can do, 
perhaps better. Yes, that is all true, and you 
have seen into the proposition so quickly and 
30 clearly that you might make it hard for me 
to convince you, but for one fact. You are 
fair minded and evidently a quick thinker, and 
T can explain this to you. When you yourself 
buy your mortgages and bonds and have them 
set aside for you, you will probably use just 
as good judgment as my people use, or you 
can get the experienced judgment of others 
upon which you can rely, but you must remem- 
ber that my financial institution is constantly in 
session. There are no holidays up there. They 
don’t buy a mortgage and put it away and for- 
get it. At successive and continuous sessions 
these papers are handled and criticised and sold 
out and replaced. This system of constantly 
valuing and criticising is the service you are 
buying. The first good judgment is not what 
counts most. It is the continuous good judg- 
ment through the years that makes it all so 
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safe for you. 


“T think you will be willing, now, to look? 
at these figures that I have had them prepare) 


Here, take the sheet and examine it 
You see how it works? 


for you. 
yourself. 


with you. “You see, your are to deposit $23.50 
and then they set aside this $1000 in your name 
and if you do not live to carry out your plan 
to have $100,000 at seventy, you can realize 
that this part of your plan has at least been 
carried out because if you die after depositing 
this $23.50, your plan, your estate, your people, 
cet the $1000 and there has been an excess of 
$976 above your deposit. If you should die 
after making more than one deposit there would 
still be an excess, and if you should make all 
eighteen deposits, that is all that is required and 
the minimum excess would then be $576. Your 
plan would profit by this excess over your de 
posits. 


“You are probably thinking right hard now 4 


about what has to happen in order for you® 
and your people and your plan—because they = 


are all one and the same thing—to get posses: 4 


sion of this thrift contract money. 
Note.—This is the point at which the agent 
should begin to fill out the application. 


his answers on the dotted line. 
—Protective Life Bulletin. 


Herbert Hoover said to its officers: © 
“You have here a trust for the American people | 
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Servicel 
—whether dining the Lord Bishop of London” 
and giving him an enlarged view of American | 


Then let : 
me have it one minute and I will go over it 7 


If ap 
plicant will answer the first question he will ® 
also answer the other questions, and then sigh 
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